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The Kind You Should Recommend and Why 


FRIEDLEY-VOSHARDT Art Metal Ceilings and Side Walls possess elegance of design and beauty of 
finish thoroughly combined with Quality and Durability. Perhaps the subject of design and beauty may 
seem a small matter to some, but it must be remembered that Metal Ceilings and Side Walls (especially 
the FRIEDLEY-VOSHARDT kind, which are strong and durable) are put on to stay a long time and 
unlike paper or paint decorations are not so easily changed. Therefore, it is necessary to have a pat- 
tern that is distinctive in order that it will not become tiresome to the eye. Our list of patterns and 
designs is large, and all are handsome. The finest sheet metal plant in the country, equipped with ma 
chines of special make, is continuously turning out the very best work in this line 





Our Unequaled Service 


Although the number of designs and patterns we carry in stock is very large, you may not always be 
able to fill certain requirements on a job. This difficulty is quickly overcome. We can make a special 
design or pattern for you from an architect’s detailed description. We employ our own modelers and 
therefore are able to render this service. The best in materials and workmanship is at your command. 
When recommending FRIEDLEY-VOSHARDT Art Metal Ceilings and Side Walls, ca!) your customer’ 
attention to the fact that they also act as a fire retardant. 


FRIEDLEY- VOSHARDT COMPANY 


General Offices: Works: | 






733-737 S. Halsted St. CHICAGO, ILLINOIS 761-771 Mather Street 
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The FRONT RANK 
Steel Furnace @ 











TRAOe. NAME 








PO 


sells best, serves best and satisfies best, because it 
Conserves Fuel by reason of its 
Longer Fire Travel 

and larger radiating surface. The [RONTRANE 
gets the biggest percentage of heat value out of 
the fuel; uses any kind of fuel; is so simply and ~ 
strongly built it stays in order; automatically ven- 
tilates while heating the rooms; automatically hu- 
midifies the warm air, and so pleases customers 
that every one of them becomes a walking adver- 
tisement for the FRONTRANE Steel Furnace. 

j Good bye! We're go- 
If you are not handling the FRONTRANE ot We've ge 
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CAREFULLY reading and studying the better class of 
trade journals is certain to help any dealer improve 
his methods of business and increase the 
net income of his store. He need not 
agree with everything he 
it would be an indica- 


Benefits 


of Study necessarily 
reads. Indeed, 
tion of intellectual laziness if he merely gave assent 
without taking the trouble to 
To derive 


to the printed words 
analyze the statements which they contain. 
benefit from what he reads he must study the ideas 
with reference to his own stock of knowledge and 
experience—choosing that which will augment his own 
information and better his own methods. 

The man who profits most is he who is alive to 
every possible point that will affect his business, the 
man who keeps constantly in careful line with changes 
that are going on about him, keeping abreast of the 
time, as it were, and applies every point gained to his 
own advantage. 

Many changes are taking place in industry. 
haps the old group of selling arguments has changed 
with regard to some particular commodity, and there 
are new avenues of approach and uses for the mate- 
These the dealer must discover, cul- 
The natural 
In many 


Per- 


rial you handle. 
tivate and sell to a new market, 
trend of events will continue to take place. 
cases we can read the handwriting on the wall, and 
even the most casual observer is aware of these new 
stronger selling 


perhaps. 


conditions, which must be met by 
methods. 

But, here as elsewhere, the old problem is proven 
that “faith without works is dead.” The finest ideas 
in the world will not “amount to a hill of beans” un- 
less they are carried into action. The retailer must 
not come to feel that he is doing all that can be done, 
for there is always room for improvement. No one 
is doing all that can be done no matter how efficient he 
may be. Let him stop occasionally in the daily rush, 
think over his selling systems calmly and write down 
the things that he feels would improve it. Then let 
him start right in to put these ideas to work. If he 
will do this regularly he will soon find that his sales 


will improve. 








T Here 1s a hardware dealer in Missouri who is also 
a poultry fancier. One day he answered the ad of an 
incubator manufacturer who agreed iv 
mail a valuable book on poultry to every 
one answering the ad. He did this mere- 
ly to get the book or pamphlet adver- 
tised and was somewhat surprised when he received 


Enlarges 
Business 


but was also offered the agency 


Afte: 


writing and receiving several letters the manufacturer 


not only the book, 
for incubators and brooders in his territory. 


agreed to ship one incubator and one brooder to the 
who had agreed to display these i 
for the manufac 


hardware dealer, 
his store and take the active agency 
turer, the incubator and brooder remaining the prop 
erty of the manufacturer. 

While the samples were displayed in his store he sold 
ene incubator a week during the 


on an average of 
months of October and November. The profits on this 
side line were not very large, but he made about $200 


that season. This of course includes the brooders that 
were sold later 
In central Minnesota there 


habit of accommodating 


in the season. 
is a dealer in hardware 
who has been in the two of 


his customers by making out mail orders for bee- 


keepers’ supplies, the bee-keepers themselves not being 
educated enough to make out their own orders. 
He had been doing this for several years when one day 
he incidentally found a catalog of bee-keepers’ supplies 
on his desk that had been left there the day before by 
his customer. He was thoroughly familiar with the 
contents of this catalog, but there was one paragraph, 
calling for agents, that he had not particularly noticed 
before. He at once wrote to the Minneapolis house 
of bee-keepers’ supplies, 


On looking over these terms he found that he 


asking for special terms to 
agents. 
could sell the goods at catalog price, 
and still have a net profit on every order. 

After mentally figuring on the number of bee-kcep 
he found sixteen bought an 


pay the freight, 


ers within his territory, 
average of $75 worth of Minneapolis for all their sup 
plies. These sixteen who were forced to mail orders 
for supplies every year, on a total of $1,200 worth of 
goods, on which he could make a profit of 20 per cent 
without investing a cent of his own money. 

He had the Minneapolis distributors furnish him 
with a hundred cataiogs, his name imprinted as agent 
on every one of them. He mailed one of these cata- 
logs to every bee-keeper he knew, or whose names were 
These catalogs brought immediate 


found that instead of six- 


mentioned to him. 
results and after a year he 
teen customers as he had figured, he had twenty-five, 
and they not only bought bee-keepers’ supplies but a 
good many other things that he sold 
otherwise, especially to some of the bee-keepers who 
from this dealer’s town and were 


would not have 


lived a great distance 
forced to go through the village where they had for- 
merly done practically all their shopping. He offered 


them something they could not get elsewhere; he was 





22 AMERICAN ARTISAN AND HARDWARE RECORD 


a personal friend to every bee-keeper, and they recog- 
nized this friendship by giving him their patronage in 
everything he could supply. This agency is now worth 
$500 a year to him. 

These are a few of the many ways by which the 
country merchant can branch out his business without 
material investment. The successful merchant is the 
one who recognizes an opportunity when he sees it, 
and branching out into something that is not already 
sold by another merchant, and still in demand by the 
people in the territory, cannot do otherwise than spell 


success. 








Ir 1s surprising how much the personal likes and 

dislikes influence customers in their buying. If you 

were to ask any well-informed person 

Courtesy Is the reason why customers transfer their 

First patronage from one store to another, the 

answer would likely be that it was be- 

cause of some failure to provide the quality of goods 
which the customer expected to get. 

That would appear to be the most plausible explana- 
tion. Strange to say, it is not the correct one. Some 
time ago a business agency presented this question to 
one hundred and twenty persons who were known to 
have changed from one store to another. Out of the 
total so interrogated, only one person was found to 
have made the change because of dissatisfaction with 
the quality of the merchandise. 

lorty-seven of the one hundred and twenty gave as 
their reason the indifference of the clerks. Twenty- 
four reported as the cause of their withdrawal at- 
tempts at substitution. Eighteen blamed errors as 
the cause; and eighteen others placed the blame on 
tricky methods. Slow deliveries were mentioned by 
seventeen. Sixteen attributed their change to over- 
insistence on the part of salespeople; and _ sixteen 
specified insolence as the reason. Thirteen stated that 
unnecessary delays in service influenced them to trade 
Tactless business policies alienated the 
sad arrangement of the store 
Six were displeased by 


elsewhere. 
good will of eleven. 
affected nine unfavorably. 
the ignorance of salespeople concerning the goods; 
and four were offended by refusal to exchange pur- 
chases. 

Astonishing though it may seem, only one of the 
one hundred and twenty customers mentioned poor 
quality of goods as the motive for changing to an- 
other store. An analysis of the reasons, therefore, 
reveals that courtesy, service, and honest methods are 
the most potent factors in retaining the good will and 
patronage of one’s customers. Of the utmost im- 
portance is courtesy, because it was the indifference 
of the clerks which adversely influenced forty-seven 
of the number who answered the question. 

The retail hardware dealer who ponders the results 
of this investigation will perceive that the human ele- 
ment is the big factor in business. He may have a 
perfect accounting system, his merchandise may be 
the very best, and his honesty above all reproach. Yet 
the impoliteness, or indifference of his salesman or 
the failure to give prompt and courteous service will 
render all else futile and worthless. Consequently, it 
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becomes a matter of supreme urgency to maintain a 
high standard of attentive service—obliging, thought- 
ful, courteous, and helpful in all circumstances. In 
this direction lies the true road to profit. Also, there 
is the pleasure of developing a sunny disposition which 
pays happy dividends. 








CoMPARED with the period before the outbreak of 
the vast European War, it requires more than fifty 
per cent additional capital to finance the 
same amount of merchandise today. 
Figures available at the close of the 
fiscal year of 1917 indicate an expansion 
of about 64 per cent of loans, discounts, and security 
holdings of national banks during the three years of 
conflict. With the issue of new government loans, 
this tendency toward expansion will be uninterrupted 
provided there is no slackening of its trend by con- 
traction in other directions. The tendency of the 
trade to cover on sales in the present market has led 
to buying on a huge and unaccustomed scale. The 
consequent increase in trade credit has been of im- 
mense proportions. 

Unfortunately, there is an idea in vogue that so long 
as credit can be had it should be used. This notion 
derives from a false conception of the essence of 
credit. An example will illustrate the difficulty. A 
merchant buys a great quantity of goods on credit. 
He adds another large lot before the first is paid for, 
also a third and a fourth lot. He has pyramided his 
credit lines because the credit is obtainable. The 
weakness of this process lies in the fact that in order 
to liquidate those lines he is at the same time using 
the credit lines of somebody else. The process, there- 


Danger of 
Inflation 


tore, runs in a vicious circle. 

Merchants of this type are too likely to forget that 
the credit operations of all constitute a debt which 
must be paid in some way by the individual. Hence, 
the greater the aggregate of these credit operations, 
the nearer are we to the point of inflation. The less 
credit used for the amount of financing required the 
stronger is the foundation of our financial structure 
and the better are we safeguarded against inflation 
and reaction. It becomes apparent, therefore, that 
quick cancellation of credit obligations is highly de- 
sirable for the maintenance of a strong financial posi- 
tion. One of the methods which would aid in accom- 
plishing this beneficial result would be the shortening 
of trade credit terms. 

No hardships would be involved in curtailing credit 
periods. Less credit in the retail trade would unlock 
a corresponding amount of capital tied up in custom- 
ers’ accounts. Generally, it is admitted that the terms 
given in some lines of business are unreasonably 
long. It is to be regretted that where credit is cheap- 
ened, competitive conditions seem to promote longer 
trade credits. Greater promptitude in credit settle- 
ments will mean a more rapid absorption of govern- 
ment loans and a healthier condition to meet the mone- 
tary demands of the war. Thus, we as a nation, would 
be in a much better position to handle the necessary 
readjustments which must take place after our Army 
and Navy, in conjunctions with Our Allies, have wiped 
Prussianism out of existence. 
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NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 


RANDOM 





Glancing out of the window yesterday, I saw the 
sun shining upon a projecting wing of our office build- 
ing. It gave an effect of molten silver to the tiled 
bricks. Factual folk would say that it was nothing 
more than a reflection of light and that the likeness 
to molten silver was merely in my imagination. But 
it gave me a thrill of pleasure. To that extent it was 
real. 

oe OK a 

My friend R. C. Cook of the Thatcher Furnace 
Company, Chicago, says that knowledge is of various 
kinds and tells of a bride who greeted her husband 
one evening with even more than usual affection. 

“Charlie, dear, I have done you a great injustice,” 
she cooed. 

“How's that?’ 

“T thought you were deceiving me and I asked every 
one of your man friends if you knew how to play 


’ 


poker. They all said that you didn’t.” 


My friend, John D. Green, of the Detroit Stove 
Works, Detroit, Michigan, declares that there is a big 
difference between learning a thing and putting it 
into practice. He explains his meaning with the fol- 
lowing story: 

A young lady, who lisped very badly, was treated by 
a specialist, and learned to say the sentence “Sister 
Susie’s sewing shirts for soldiers.” 

She repeated it to her friends and was congratu- 
lated upon her masterly performance. “Yeth, but ith 
thuch an extheedinkly difficult remark to work into a 
converthathion—ethpethially when you conthider that 
I have no thithter Thuthie.” 





Chicago is a mighty big city. It has many attrac 
tions and distractions. Hence, when a friend comes 
to such a town and has only a brief time at his dis- 
posal, it is a mark of uncommon thoughtfulness if he 
takes the trouble to pay one a visit. That is why | 
appreciate the call which I received this week from 
Albert E. Whittier, president of the Cooper Oven 
Thermometer Company of Pequabuck, Connecticut. 
* * x 

Anyone who thinks the Old Guard does not possess 
as much ginger as the younger fellows needs merely 
to have his attention called to the performances of 
my Old Guard friend, Fred M. Huggins of Meridian, 
Bosque County, Texas. Besides looking after the ex 
tensive interests of his ranch, my friend Huggins is 
County Food Administrator, chairman County Coun 
cil of Defense, chief enrollment officer of the United 
States Public Service Reserve, and County uel Ad- 
In addition to all the activities thus re 
quired, he finds time to write the most genial and heart 


ministrator. 
Warming letters. 


Ned Swift, manager Chicago office of the Stanley 
Works, told me this one: 

Funnicuss, who rather prides himself on his astute- 
hess, arrived at the station the other evening to find 
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Halting by one of the 
“Why, this 


every car of the 6:12 packed. 
back cars, he exclaimed in a loud voice: 
car isn’t going!” 

Result, exodus, in consternation, of the majority of 
the passengers. [Funnicuss appropriated a corner seat 
and the train steamed out. 

“Thought you said this car wasn’t going,” remarked 
one of the passengers who had retained his seat. 

“Neither was it when I spoke,” blandly responded 
[‘unnicuss, with a seraphic smile, 

xk OK oO 

Bob Jones of the Clyde Cutlery Company, Clyde, 
Ohio, tells me the following story, which illustrates 
the quick wit of our American soldiers and bodes ill 
for the enemies of democracy: 

The officer of the day, during his tour of duty, 
paused to question a sentry who was a new recruit. 

“Tf you should see an armed party approaching, 
what would you do?” asked the officer. 

“Turn out the guard, sir.” 
“Very well. Suppose you saw a battle ship coming 
across the parade ground, what would you do?” 

“Report to the hospital for examination, sir,” was 
the prompt reply. 


My friend Frank C. Thorpe of the Missouri Retail 
Hardware Association was visiting an editor in his 
office when an angry citizen came puffing into the 
sanctum, 

“See here, sir,” he yelled, “what do you mean by 
publishing my resignation from my political office in 
this way?” 

“You gave the story out yourself, didn't you?” 
asked the editor. 

“But 


your fool paper prints it under the head of ‘lublic 


“Of course, I did,” replied the angry citizen. 
Improvements.’ ” 


lieutenant Carroll, mem 


My William fF. 


ber of the Hardware Club of Chicago, tells with keen 


friend, 
relish this story of a very young and new second 
lieutenant : 

One day the youthful second lieutenant sought his 
elderly colonel and poured forth a complaint. 

“Sir, I should be so obliged if you'd use your in 
fluence to prevent the men in my platoon from calling 
me ‘Baby Bunting.’ 


“Certainly, my lad—certainly!” said the old colonel. 


“| will with pleasure—if you'll use your influence to 
stop the whole battalion calling me ‘that bow-legged 


old duffer with the bald head.’ ” 


When all the complicated philosophies of life have 
been reduced to the simplest possible terms, there re 
mains one element whose value is beyond dispute. 
\like for potentate and beggar there is need always to 

Keep A-Smilin.’ 
It’s best to keep a smilin’, 
For a smile’s a kind o’ Net 
That catches by beguilin’ 
Just the things it wants to get. 
So keep your smile a-spreadin 
Crack a jolly joke or two 


An’ you'll find that things come headin’ 
Straight 


for Smilin’ Folks like you 
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UP TO THE MINUTE 
NEWS SIFTINGS 








ORDNANCE DEPARTMENT IS PREPARED 
TO GIVE SPECIAL TRAINING. 


A very generous inducement to civilian workers 
is offered by the United States Ordnance Department 
in the form of special training. Men having a high 
school education, some shop experience, and the nat- 
ural ability to adapt themselves to new work, may 
qualify for a Government appointment in which, un- 
der Government instructors, they will receive the 
necessary training for the positions described below. 
Those who have the required technical training will 
be placed and advanced as quickly as their ability 
justifies. 

Inspectors and Assistant Inspectors, Field Artillery 
Ammunition Steel. 

Inspectors Artillery Ammunition, Cartridge Cases, 
Assembling, Loading, Forging, Primers, Detonaters, 
Shell and Shrapnel Machining. 

Ballistic Inspectors. 

Metallurgical Chemists and Assistants. 

Inspectors, Powder and Explosives. 

Inspectors, Cannon, lorging Operations. 

Inspectors, Gun Carriages and Parts. 

Inspectors, Gun Fire Control Instruments 

\ssistant Inspectors, Motor Vehicles and Artillery 
Wheels. 

Engineers and Assistant [ngineers, for tests of 
Ordnance Materials. 

Inspectors, Ammunition Packing Boxes. 

Machinists, accustomed to work to 1,000's of inch. 

Send in your own application and urge your asso- 
ciates who may be qualified to do so. These positions 
are under civil service regulations, but applicants will 
not be required to report for examination at any place. 
Applicant will be rated in accordance with education 
and general experience. No applications will be ac- 
cepted from persons already in the Government serv- 
ice unless accompanied by the written assent of the 
head of the concern by which the applicant is em- 
ployed. Papers will be rated promptly and certifica- 
tion made with least possible delay. Apply or write 
for further information to C. V Meserole, Special 
Representative of the Ordnance Department, U. S. A., 
Room 800, 79 Wall Street, New York City. 


an 
-eor 


MANY FINE FEATURES MAKE STOVES 
EASY TO SELL. 





If a dealer has to spend a great deal of time in order 
to convince a prospective buyer that a certain article 
which he sells is good, if he has to expend all his 
energies in order to make a sale of that article, he will 
naturally come to the conclusion that something must 
be wrong with the article. A good article sells itself. 
Every fair-minded person is willing to be convinced, 
and if the article which the dealer is trying to sell has 


many fine features and will, therefore, prove useful, 
the selling will be a very easy matter. It behooves 
dealers, therefore, to handle the brands which contain 
desirable qualities, for they will be good sellers. 
Applying this to the sale of stoves it is said that very 
little effort on the part of the dealer is required to sell 
a stove like the Clark Jewel Oil Stove, one make of 





Clark Jewel Oil Stove. 
which is herewith illustrated. It is claimed by George 
M. Clark and Company, Division American Stove 
Company, Chicago, Illinois, that these stoves give the 
highest standard of service, and that they are very 
strong and rigid in construction. The following are 
some of the features which the company claims make 
this stove easy to sell: the high efficiency burners ; the 
heavy glass tank with carrying bail; the strong high 
shelf; the porcelain enameled hoods; the pleasing 
olive green enamel finish; the chimney raising device; 
the excellent working qualities ; and the fuel economy. 
Further information about the various features, and 
also other details may be found in the company’s latest 


catalog which will be furnished upon application. 
nea vuiliiaes 


OBTAINS PATENT FOR A STOVE. 





Hyman Herman, Toronto, Ontario, Canada, has 
secured United States patent rights, under number 
1,256,798, for a stove or heater described herewith: 

A stove or heater having th re- 
box formed with perforations in the 
side walls, shaking grates closing the 
bottom of the firebox, supplementary 
grates pivotally supported below the 
firebox at each side and ‘having upward- 
ly curved fingers adapted to be project- 
ed through said perforations into the 
firebox above the grates to support the 
fire during the operation of the grates, 
means for operating said supplementary 
grates independent of the shaking grates 
to move inwardly and outwardly im 
unison. 
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AMERICAN ARTISAN AND HARDWARE RECORD 
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hardware and metal prices corrected weekly. 
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HARDWARE COMPANY FORMALLY OPENS 
NEW ADMINISTRATION BUILDING. 


Putting into effect the principle of co-operation be- 
tween its various departments, the Greenfield Tap 
and Die Corporation of Greenfield, Massachusetts, has 
centralized all its directive functions in a single edi- 
fice on Sanderson Street. The new Administration 
Huilding of this corporation was formally opened 
Tuesday, March 5, 1918, for public inspection. 

The event is of more than ordinary importance to 
those concerned because it marks the culmination of 
earnest efforts to co-ordinate the administrative work 
of somewhat widely scattered plants. Prior to the 
completion of the new structure, each plant had main- 
tained its own office and shipping room. Now these 
functions are consolidated in one administrative build- 
ing which, in the office end alone, offers employment 
to 125 persons. 


—_ ————_-+-@-e—_ 


AMERICAN CONSULATE WANTS CATALOGS. 


Writing from San José, Costa Rica, United States 
Consul Benjamin I*. Chase states that fire destroyed 
the American consulate in that city together with many 
other buildings. Unfortunately, the entire collection 
of catalogs, industrial directories, year books of Cham- 
Now 
that a new and permanent office has been secured and 


bers of Commerce, and trade journals was lost. 


occupied, it is desired to replace the collection as fully 
as possible. With this end in view, manufacturers of 
hardware, sheet metal products, and heating and ven- 
tilating mechanisms are requested to send copies of 
their latest catalogs to be placed upon display in the 
Attention is called to the cost of re 
This charge is 75 cen 


new consulate. 
ceiving parcel post packages. 
tavos (about 16 cents at the present exchange rate) 
per package. However, only the small catalogs need 
be sent. 


“*2e- 


APPRECIATES ACCURATE ADVICE. 
To AMERICAN ARTISAN AND HARDWARE RECorD: 

There is a great satisfaction in knowing that one 
can depend upon the accuracy and soundness of the 
advice received in your paper. I have had occasion 
often to consult AMERICAN ARTISAN AND HARDWARE 
Recoxp for information and advice and always with 
the most gratifying results. 

Rosert L. TELFair. 

Lone Rock, Wisconsin, March 4, 1918. 


SENDS OUT NEW SPRING SUPPLEMENT. 


A new spring supplement is now being sent out to 
the trade by the Fred J. Meyers Manufacturing Com- 
The booklet 
goods of every description. It abounds in many fine 


pany, Hamilton, Ohio. includes wire 


illustrations. Prices and sizes are likewise mentioned. 
The following types of goods are contained in the 
supplement: Hunter’s Sifters; Riddles and 
Screens; Rat and Mouse Traps; Fly Traps and Dish 
Bird Cages; Wire Baskets; Wire Spout Pro- 
tectors and Muzzles; Steel Casting Brushes; Waste 
Paper Baskets; Conductor's Ticket Punches; 
Wire and Iron Lawn Furniture; Screen Door Grilles ; 
Window Guards; Railings; Wire Cloth; Stable Fit- 
Sidewalk Fixtures; Safety Wire 
The manufacturers will send the sup- 


Sieves: 
Covers: 


and 


tings ; Guards ; 
Springs, ete. 
plement to hardware dealers upon application. 


FOR A 


ASSIGNS PATENT MOP FRAME, 


Charles Duncan, Montreal, Quebec, Canada, as- 
signor to Alexander Wink Grant, Montreal, Quebec, 
Canada, has secured United States patent rights, un 
der number 1,256,989, for a mop frame described 
herewith: 


In a mop, a frame consisting of U-form frame members 
having their open ends adjacent each other, plates connecting 
the open ends of the frames, such plates respectively pre- 
senting end lugs arranged in the longitudinal line of the mop 
frame, the lugs at each end of one plate overlapping a lug 
at each end of the other plate, a handle bail having its ends 
respectively extending loosely inwardly through each pair 
of overlapping lugs and pivoting same together, a sleeve en- 
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veloping the inwardly extending ends of the handle bail be- 
tween the pairs of over-lapping lugs, a coil spring wound 
over said sleeve and having each terminal engaging one ol! 
said plates, upstanding lugs carried by each of said plates, 
the lugs of each plate being spaced transversely of the frame, 
pins carried between the lugs of each plate, a latch pivotally 
mounted upon one of said pins, one end of the latch having 
a notch therein for engagement over the other pin, the other 
end of the latch extending upwardly above the normal line 
of the latch and bent flat laterally of the latch and a spring 
resting upon one of said lugs at one end, passed under one 
terminal of said coil spring and having its opposite end en- 
gaged with the latch between the notched end of the latch 
and the pivot pin thereof. 


SS . 
~ 
: 72 
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Time was when misrepresentation, greed and dis- 
honesty on the part of the retailer was answered by 
suspicion, cupidity and distrust on the part of the 


customer. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








INGENIOUS WINDOW DISPLAY GIVES 
MOTORISTS FIRE WARNING. 





By 


startlingly before the motorists the window display 


shown herewith warned them of their danger, showed 
them their need for 2 good fire extinguisher, and thus 


is 
ft 


: $ f rong Ws Users 
a, Safety First 
Choosers 


lulls Fire - Saves Life 
Mm Saves |S per cent on Auto Insurance 


CAR 
INSURAN( 


Window Display of Fire Ext’nguishers Awarded Honorable 
Windew Display Competition. Arranged 


aided materially in promoting the sale of the article 
displayed. The planning of the display evidences a 
knowledge of psychology on the part of the arranger. 
It shows an understanding of one peculiar quality 
all human extent, 
inertia, or in other words, the tendency to 
keep on doing things in the same way, the natural 
resistance to any change. Most of us require a good 
shock before we awaken to the fact that we must take 
certain precautions if we wish to avoid dangers which 
are liable to befall us. 


which beings possess to some 


namely, 


We are so used to going along 
and neglecting to take these precautions that unless 
some means is used to cause our hair to stand on 
end, we will keep on drifting along in the same care- 
less fashion until the possibilities of danger have be- 





bringing the destruction and ravages of fire 





come realities, and we confront them unprepared. 


The result ts sure to be disastrous. Thus, by showing 
the motorist some of the actual harm produced by fire 
and by literally burning him with representations of 
fire, the display has the effect of awakening him, of 
startling him out of his habitual thoughtless disregard 


for safety. Then the trump card of the exhibit is dis- 











Mention in AMERICAN ARTISAN AND HARDWARE RECORD 
for H. D. Sterling, San Diego, California. 


played. The trademarked article is produced before 


the motorist as a reliable fire extinguisher. The value 
of the display from a business point of view was 
clearly shown by the number of sales made during the 


short time that the exhibit lasted. This display was 


arranged by H. D. Sterling, 4077 Utah Street, San 
Diego, California, and was awarded Honorable \!en- 
tion in AMERICAN ARTISAN AND HARDWARE RECORD 


Mr. 
the following remarks and description relative to the 


Window Display Competition. Sterling offers 
display : 

“The display of Fire Extinguishers speaks for it- 
self. of 
It is designed to throw the fire scare right at every 


It tells a story ‘Safety First’ in motoring. 
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car owner, to hit each car owner right square in the 


eye. 

“The background is painted to represent fire. The 
show cards are so worded that the word ‘Fire’ sticks 
out like a sore thumb. 

“Parts of a burned auto are featured to carry out 
the general idea, and create stopping power. 

“More than seventy fire extinguishers were sold 
during the time this display was before the public.” 

-*- 


WINDOW DISPLAYS BEGET SALES. 


The show window is a great factor in swinging retail 





trade 
be. Your window cisplays should do two things 


its importance is not appreciated as it should 


introduce the passerby to your store and lines, and sell 
the goods. Your windows are the index to your store. 
It's the cheapest form of advertising that you can use. 

Simplicity is the keynote to intelligent window dress- 
ing. Over-crowded windows distract instead of at- 
tract. Be sure that the sidewalk isn’t cluttered up with 
boxes, ladders, kegs, etc., and that the windows them- 
selves are washed regularly. 

Change your displays frequently. Link them up 
with your newspaper advertising. If the passersby 
were interested in your newspaper ads that will make 
them all the more interested in your windows—if 
they're good windows. 

Post testimonial letters from your customers, in your 
windows. Show the passersby a list of representative 
people who have bought supplies from you, Get the 
folks interested in your store through window exhibits 
and sales will increase day after day. 

There is no doubt whatever that window dressing is 
not only now receiving the close attention it deserves, 
but it is more and more becoming recognized that it 
must be in harmony with the daily or weekly news- 
paper advertising. One strengthens the other. In 
fact, good newspaper advertising in nine cases out of 
ten goes with good snappy, up-to-date window dis- 
plays. 

This is due to the closer attention given by stores to 
changing displays much more often and to a great ex- 
tent due to the energetic steps taken by manufacturers 
to supply proper window displays and accessories, in 
cluding show cards and cutouts. 

Window dressing is an art. It rises or falls just as 
one throws one’s whole heart into the matter. Some 
of us do it because it is part of the daily business, some 
of us do it because we love the work, because we glory 
in a fine display. To a great extent we are judged by 
the company we keep, so is the modern retail store 
judged by the window displays. For, as the eye is the 
index to the mind, so is the window the index to the 
Store, the stock and the policy. Some displays stick 
out like a sore thumb, some simply are there and at 
tract no attention. The ones that stick out are an in- 
vestment, those that simply exist to fill up the window 
are an expense pure and simple. 

Now as the old French saying is, “to get back to our 
muttons”—the best results are to be obtained when the 
windows are cased in at the back. Use steps and 
pedestals with various floor coverings to change the 
color and arrangements. 
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An original investment in the spring of twenty-five 
yards of cheese cloth or colored cotton, or even cheap, 
black or colored velveteen lasts the year with overlays 
in strips of a good color. Many window displays, ow- 
ing to this, do not cost a cent above the initial cost of 
materials. 

iia 


AUTOMATIC PRODUCTS ARE RELIABLE. 


In the old slow-going days of the ox cart and the 
hand forge manufactures were oftener crude and 
makeshift than other 
wise. Sentimentalists 





spoil much good white 





paper and printers’ ink 


Corbin Automatic 
Screw Machine Product. 


pearance of the ancient craftsmanship. The truth is, 


in lamenting the disap- 


however, that only a few exceptionally endowed work- 
men in those times produced things that are capable 
of bearing favorable comparison with the output of 
our twentieth century factories. 

Thus, for example, the Corbin Automatic Screw 
Machine Products have a uniformity of excellence im 
possible of achievement through hand work. The auto 
matic machines have been developed to such a marvel- 
ous extent that, given a good average run of material, 
they multiply indefinitely and unvaryingly the same 
standard of quality. The Corbin Automatic Screw 
Machine Products are declared to have won the good 
will and confidence of manufacturers because of the 
dependable nature of their services. Among the ar- 
ticles manufactured by the Corbin Screw Corpora- 
tion (American Hardware Corporation, successor) of 
New Britain, Connecticut, are wood, machine, cap and 
set screws; dowel, hand rail, saw screws; and special 
screws of every description ; stove, tire, sink and agri- 
cultural bolts; jack, safety, plumbers, register and 
ladder chain; key chain, dog links, etc. A profusely 
illustrated catalog of these products is furnished free 
upon request to dealers who apply for it. 

eo 


BRAZILIAN SECURES PATENT FOR A 
SAFETY DEVICE FOR GUNS. 


Under number 1,256,631, United States patent 
rights have been granted to Luiz Paulo Zeymer, Rio 
de Janeiro, Brazil, for a safety device for guns de- 


scribed in the following : 


In a gun, in com- 
hination, a hammer, 
adapted to operate 
a tiring pin, a tum 
bler movable with 
said hammer, a pro 


jection on said tum 
bler which moves 
downwardly when 





the hammer qoves 
toward the firing pin, a substantially horizontally movable 
member the upper face of which normally lies in the 
path of said projection so as to prevent its downward 
movement, said member having a free horizontal sliding 
movement in relation to said projection, a lever having means 
at one end co-operating with said horizontally movable mem- 
ber to move the same horizontally so as to bring its said 
upper face out of the path of said projection, trigger-operated 
means for releasing the hammer, and a trigger for actuating 
said lever. 

“*- 


Give your custemers good goods but give them good 


treatment too. 
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INDICATES WAY TO BUILD UP GOOD 
HARDWARE BUSINESS. 

Some sensible and resultful ideas concerning ways 
and means for building up a good hardware business 
were given by Henry Borklund of Cashion, Oklahoma, 
at the last convention of the National Retail Hardware 
Association, held in St. Louis, Missouri. Two things 
were especially emphasized in his address, namely, the 
importance of gaining the good will of the children, 
and the benefits to be derived from community work. 
The address was as follows: 

A few years ago I entered the hardware business, 
and like many other dealers who have given too little 
time to actual business building, have possibly not 
made the success I should. 

After my first talk before the Oklahoma convention, 
a traveling salesman came to me and said, “Borklund, 
your talk before this convention about children, and 
tie way the average dealer looks after them, has 
brought this incident to my mind. 

‘My boy, who is seven years old, wanted a school 
tublet, and I sent him across the street to the corner 
drug store. He happened to have on a pair of roller 
skates, and after he had purchased his tablet and was 
leaving the store, the druggist told him, ‘If I catch you 
in here again, with those skates on, I wiil throw you 
out.’ 

“It was only a short time later that the boy had to 
purchase another tablet. I told him to go to the same 
druggist, but he said, ‘Daddy, I don’t want to go there.’ 
I asked him why, and he didn’t seem to want to tell. 
[ told him this store was nearer than any other, and 
he could get home quicker ; but he said, ‘Daddy, there 
is a little store in the middle of the next block, and I 
would rather go there to buy my tablet.’ 

“TI became interested in learning why the child did 
not wish to go to the other store and decided thor- 
oughly to investigate the reason, the druggist being a 
friend of mine. Insisting that the boy tell me why 
he did not wish to go to this druggist, he finally said 
the druggist had told him not to come back again with 
those skates on or he would throw him out.” 

The more I studied this story of the traveling man 
the greater the lesson it seemed to have for the hard- 
ware retailers of the present time; because I am told 
that “the little store in the middle of the next block”’ 
is today selling 90 per cent of the school supplies in 
that town largely because the merchant always has a 
smile and a kindly greeting for every child that enters 
his store. 

I do a great deal of canvassing, and believe in it 
very much, for this reason: It gives a chance to mingle 
with farmers and their families. You can get better 
results when you are at the farmer’s place of business 
and get a closer knowledge of his problems. You can 
look over his stock, take dinner with him and his fam- 
ily, and discuss his problems and prospects. 

And above all, don’t fail to pay special attention to 
the children; no matter if their faces are not always 
as clean as they might be. Don’t be afraid of soiling 
your clothes. You will always get results from play- 
ing with the children, although you may not be able 
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to see it at the time. When you play with the children 
you are building a business future which no man can 
take from you. You are not building business for to- 
day alone, but a business that will stay with you as 
long as you continue in the business. You will reach 
the hearts of the parents, and of their friends and 
neighbors, through the children. 

Community work is one of the best business builders 
of today. My views can best be illustrated by a brief 
history of the work I have been doing during the past 
few years along this line. 

There was a time when there were two factions in 
my town—the north end and the south end. Often 
they were almost at swords’ points, each faction trying 
to build up its end of the town. Finally I decided it 
was my duty as a citizen and a hardware merchant to 
try to better conditions in the town and community. | 
am a firm believer in the idea that if you get acquainted 
with your neighbors you may like them. 

On the 16th of February, 1916, at my invitation, 
fourteen businessmen met in my place of business 
after eight o’clock in the evening. Of course they 
wanted to know what it was all about ; why they should 
have been called together. I told them we were going 
to organize a farmers’ and businessmen’s association 
in Cashion. They said such an organization was im- 
possible ; that it could not be done. But I told them 
we would have it if there were no other members than 
the editor and myself. 

After explaining how we proposed doing it, they be- 
came very eager and wanted to organize that very 
night ; but as the farmers were not with us, I said we 
would wait until we could get them together also. So 
matters were hustled while interest was keen, and the 
next night there was a meeting of farmers and busi- 
nessmen at which was organized what is known today 
as the Farmers’ and Businessmen’s Association. 


Now the farmer in our section no longer talks of 
“you fellows in town,” but “my town.”” We have de- 
veloped a strong community interest among 1,200 peo- 
ple, where a year before this interest was centered in 
300 people at the very most. We have extended the 
hand of good fellowship and thrown away the ham- 
mer. From knocking we have gone to boosting. We 
are working for good roads, and have set aside a day 
on which everybody works the roads. We went per- 
sonally to every business house in town and told them 
we were going to lock up on good roads day. The re- 
sult was that we had 100 men and 43 teams out on the 
road to work; bankers, farmers, businessmen in all 
lines; and we have built a great many miles of good 
roads in our community. Our country fair has been 
made a success, and we have already raised money to 
make this fair larger and more successful this year. 

Now, gentlemen, there is not a man in this convention 
who cannot do the same as we have at Cashion, if he 
puts his shoulder to the wheel and boosts. Do not go 
into such work with the intention of using it as an 
advertising scheme, or from a direct money making 
standpoint. If you intend to build up a communit) 
spirit, you must forget the dollar which we al! love 
to make. This dollar comes a great deal oftencr and 
easier after you have established a community spirit 


























March 9, 1918. 





than it did before. “Get acquainted with your neigh- 
vors; you might like them” is a mighty good slogan. 

Every hardware merchant owes to his community 
the duty of building a community spirit ; and there are 
three things I wish to impress upon you which makes 
the hardware business agreeable. They are: love your 
family ; love your business; and don’t forget to go to 
church. All these things make us bigger and better 
men. 

Another thing I should like to emphasize is that 
when you come home at night, and Johnny or Sally 
comes running to meet you at the door and tries to 
attract your attention, don’t give a push and tell him 
or her to go to mother, that you have no time to waste. 
Pick the child up in your arms and do a father’s duty. 

This is a day and age when we must all build up 
rather than tear down, and the first place to build is in 


the home. 
“*e- 


NEW CATALOG IS UNIQUE AND HANDY, 
; namennuna 

Catalog number 18 issued by the Kirk-Latty Manu- 
facturing Company, Cleveland, Ohio, has a novel fea 
ture which makes it especially valuable to dealers, 
The various items are listed on thumb indexes in the 
right hand side of the book in much the same fashion 
that the letters are arranged in a dictionary. This 
is a time saving scheme, for, instead of having to go 
through the entire catalog in order to find a particular 
article, the dealer looks it up at the right hand part, 
puts his fingers on the section desired, and opens the 
book to the page that makes mention of the thing for 
which he is looking. The catalog contains several 
striking illustrations, and many tables of sizes and 
weights. A telegraphic code is also included for the 
dealer's benefit. The company asserts that its manu 
facturing facilities have been materially increased 
since the last catalog was issued. It declares that it is 
now manufacturing a larger variety of Bolt, Nut, and 
Rivet Products, and in considerably larger quantities. 
The illustrations of the juvenile vehicles in the catalog 
are especially handsome. A separate catalog is issued 
for these articles. Hardware dealers may obtain the 
handy catalog, number 18, by writing to the company. 

oo -—_____- 


PATENTS AN ANIMAL TRAP. 


Leon Bedard, Jr., and Simeon Boiteau, Jr., St. 
Seuveur, Quebec, Canada, have been granted United 
States patent rights, under number 1,256,973, for an 


animal trap described in the following: 
In a trap of the 
class described, in 
combination with 4 
base, a pair of jaws, 
and a spring to close 
the jaws, a keeper 





link pivotally con- 
nected to the base, 
recessed in its outer 
side to receive and 


provided with a shoulder to engage on the upper side of one 
of the jaws, and a trigger pivotally mounted between the 
arms of tke keeper link, so that said trigger can be moved 
either vertically or horizontally, said trigger being arranged 
to bear at its outer end against one side of said 
Jaw, and also having a stop to engage the outer side of the 
keeper link and cause the latter to be turned inwardly and 
downwardly on its pivot to disengage its shoulder from said 
Jaw, when the lever arm of the trigger is moved in any 
direction. 
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MANUFACTURES HAND POWER ELEVATOR 
FOR RETAIL STORE PURPOSES. 

A good, serviceable elevator is a necessity in any 
store having more than one floor. Store owners realize 
its labor saving advantages. Any improvement along 
this line, therefore, is always regarded with interest 
by hardware dealers. The accompanying illustration 
shows a hand elevator changed to a direct electric ele- 
vator by the attachment of a machine manufactured 
by the Kimball Brothers Company of Council Bluffs, 
Iowa. This company manufactures all kinds of 


passenger and freight hand power and electric ma- 
chines, from a hand power dumbwaiter to a 40,000 
pound electric elevator. 


The = illus- 
tration, repre- 
sents a small 
elevator for 
retail store 
purposes, etc. 
The motor, 


controller, and 
winding ma- 
chine are all in 
one piece, 
can be 
attached to 
any hand pow 
er elevator at 


which 





small 
This 
machine is 
controlled — by 


al very 





expense. 





a cable pass- 
ing down 
through the 


hatchway 
that pulling 
the 


cablethrows 


sO 





Kimball Brothers Company’s Number 2 Handdown on 
Elevator, Changed to a Direct Con- 
nected Electric. 
the current into the motor, and raises the platform. 
Pulling up on the cable reverses the current in the 
mortor, runs the motor in the opposite direction, and 
lowers the platform. 

There is also an automatic stop on the platform 
through which the cables pass, and which enables one 
to stop or lock the elevator automatically at any floor 
desired. The manufacturers will gladly furnish par- 
ticulars to all those who contemplate placing an ele- 
vator of any kind or capacity in their building. 


“*- 


COMPETITION HAS PERSONAL ELEMENT. 

Competition is not so much a matter of warfare 
between your house and another, as a trial of skill 
between yourself and the representatives of rival lines. 
In other words, the personal, rather than the commer- 
cial, element predominates in it. If you are to win 
against competitors, you must study the game untir 
ingly, accept hard knocks with cheerfulness, and learn 
from hardship how to strengthen your selling method. 
In other words, you must never lose control of your 
temper nor mastery of your judgment. 























































DISCUSSES CITY TRADE PROBLEMS. 


It is becoming more evident day by day that co- 
operation of ideas and experience between hardware 
retailers is a business necessity. Not very-long ago, 
hardware merchants believed such a thing impossible 
and visionary—too much like playing into the hands 
of one’s competitors. Now they know that co-opera- 
tion in essentials of merchandising brings more profit 
to the individuals partaking than the old principle of 
every man for himself and devil take the hindmost. 
It is from this broad view of the common good that 
Gus Albrecht of Albrecht Sons Hardware Company, 
Louisville, Kentucky, treats the topic of city trade 
problems in the address which he delivered at the last 
convention of the National Retail Hardware Associa- 
tion in St. Louis, Missouri. His speech is herewith re- 
produced: 

The subject of City Trade Problems is one that has 
so many different angles that one hardly knows where 
to start, as the problems of one man may not apply at 
all to his competitor in a different locality. 

One of the best ways, however, to find out the dif- 
ferent problems and endeavor to correct them is 
through the medium of a retail hardware club, where 
all the problems and conditions are brought together, 
and ways and means of correcting them discussed. 

It has been said and proved on innumerable occa- 
sions that “in union there is strength,” and this can 
apply in the case of the retail hardware dealer just 
as well as in any other line of business. Co-operation 
can be made as great a factor in eliminating some of 
the problems that confront retail hardware dealers as 
they choose to make it. 

In Louisville we have a retail hardware club com- 
posed of approximately forty members out of a pos- 
sible fifty. The benefits derived, even though the club 
is only a few months old, have been enough to prove 
its value. If the natural jealousies, and the question- 
able business practices (which are often the rule, in- 
stead of the exception among competitors) can be elim- 
inated, we will have gone a great way toward regulat- 
ing unnecessary business conditions. We are now in 
a position to consider fairly almost all questions that 
come up between ourselves or from outside sources. 

The question of price regulation cannot, of course, 
be brought up, but if you know your neighbor is sell- 
ing his goods too cheap, either through ignorance of 
its present cost—and who of us is in a position always 
to know present costs—or simply through a desire to 
cut the price, you need have no hesitancy in advising 
him of the right price, or in trying to persuade him to 
stop cutting the price. 

The social feature alone is worth while. It intro- 
duces one to his competitor in a way that he naturally 
takes you into his confidence, and advises with you as 
to some of the difficulties that confront him. Every 
hardware business has its own problems to meet and 
work out, but two heads are always better than one. 

Woman is a natural shopper. With the educational 
advertising appearing in all of the leading magazines 
and periodicals, she is just as anxious to get something 
she can rely on, in the hardware line, as in any other 
line she buys. 
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As a rule the department store is not as dangerous to 
the dealer in a city the size of Louisville as it would 
be in the larger cities such as Chicago, St. Louis, or 
New York, where they possibly carry more of the 
standard lines. The making or losing of a customer to 
a department store rests largely with the clerk. The 
hardware store clerk unquestionably has many more 
good talking points on the standard articles sold in 
hardware stores than the department store clerk can 
have on unbranded goods. Almost every one knows 
that a well advertised line is the best that can be 
bought, and that such goods are a great deal better 
than just a hammer or just a saw. 

live, ten and twenty-five cent stores are rapidly en- 
croaching on the legitimate hardware dealer. Here 
again we have the natural disinclination of the man 
buyer —on whom we must depend—to do his buying 
at stores of this class. The average man wants to be 
shown, and with the class of help found in these chain 
stores he would rather pay a little more for the service 
he is given in the hardware store. To support the 
argument of quality and price, it is well to have some 
of the tools carried by the chain store for comparison. 
If the difference between the two tools is properly ex- 
plained, nine out of ten times you will sell the better 
tool. 

Last, but not least, comes this problem of the retail 
jobber who is possibly the worst competitor the retail 
dealer has to contend with, as he has no price, service, 
or quality arguments to fall back on. The retail dealer 
probably loses more from this class of competition— 
which is absolutely unfair—than all others combined. 
We have recently taken up this matter with our job- 
bers, both as a State Association and city club, and 
hope to have a different tale to tell in the near future. 
We have had a committee call on the various jobbers 
in Louisville, and have been promised some relief. 
The jobber has his problems just as we have ours, and 
we are in a measure to blame for the conditions that 
confront us along this line, in that we did not start at 
it soon enough and keep at it when once started. As 
it is never too late to mend, we may still get what we 
want, if we want it hard enough. 





ACQUIRES PATENT FOR CARTRIDGE 
GUIDE. 


Charles A. Nelson, Utica, New York, assignor to 
the Savage Arms Corporation, Utica, New York, has 
procured United States patent rights, under number 
1,256,924, for a cartridge guide for firearms described 
herewith : 

















‘ad In an automatic gun 

ait) O aval 2 B of the kind described, 3 
re =e id magazine rotating over 
Usps 4 the entrance to the bre« ch- 
BPP og PIA bolt chamber, means [or 
oe 9°V el), SD. 1.256.924 transferring cartridges 
ah ae laterally into said ent- 

/, rance and mounted to re- 

A ceive the thrust from the 

‘= cartridges in the direc- 


ongi- 


tion of its own | 
tudinal axis, and a spring separate from said finger acting 
thereon transversely to said axis and adapted to depress cart- 
ridges into the said entrance. 


” 
>. 





There is no easy way to success. The average man 
spends a lifetime earning his retirement. 
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PATRIOTIC WINDOW DISPLAY HELPS 
NATION AND DEALER. 


The many signs and pictures we see all around us 
telling how to help win the war give us a fair idea of 
the importance of publicity in this great struggle. 
Hardware dealers have an excellent opportunity to 
serve their country by patriotic window displays, that 
is, exhibiting such articles that help enforce economy, 
and emphasizing their saving features. l'urthermore, 
this sort of a display will redound to the benefit of the 
dealer. It will bring him many customers who are 
anxiows to get articles which will help them to reduce 
waste, and thus to serve their country. 


“ee 


FILES AND RASPS MADE BY SPECIAL 
MACHINERY. 


ne may feel rather assured that a manufacturer 
who strives to improve his products, is interested in 
something more than simply turning out 
goods. Such is the case with the Heller 
Brothers Company, manufacturers of the 
Celebrated American [‘iles and Rasps. 

Their products, one of which is shown in 
the accompanying illustration, are all made 
from their own refined clay crucible cast 
steel and are manufactured by machines of 
their own patented construction. Special 
attention is paid to tempering, each and 
every file and rasp being put through a spe- 
cial tempering process. These improve 
ments in manufacturing coupled with an ex 
perience extending over 1 period of more 
than fifty years, have caused it to be sai] 
that Heller Brothers files are 
widely known for their excellent cutting 
and wearing quality and are in great de- 


and rasps 


mand everywhere. 

lacidiac ] > e , e . . sere 

sesides the many patterns of American 
files and rasps, the company also manufac- 
tures a complete line of Swiss pattern files. 
The Swiss pattern files are made in a great 
many different styles and may be had in al- 
most any shape required and for any kind 





of work. These files are also made from 

Heller = refined clay crucible steel and are hardene: 

Brothers refined clay crucible steel and are hardened 
anged . . i _ = ee os 

Home = and tempered by a special process. A neat 
Rasp. = and handy pocket catalog that gives full in- 


formation and shows many different views of “cuts” 
and cross sections of both the American and Swiss 
patterns may be had by writing the Heller Brothers 
Company, Newark, New Jersey. 


DU PONT COMPANY ISSUES POSTER. 





A very attractive and handsome poster has just 
been issued to the trade by the E. I. du Pont de Nem- 
ours and Company, of Wilmington, Delaware. This 
poster advertises the sporting powders manufactured 
by the company. It is set forth on the poster that the 
Du Pont sporting powders have been the standard for 
five generations, or since 1802, and that Du Pont pow- 
ders are used today by thousands and thousands of 
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sportsmen who are anxious to get the most satisfaction 

out of their shooting. It pictures the shooter of the 

various generations. This poster is sought after by 

hardware dealers everywhere, and those who have 

not received one may write to the Du Pont home office 

at Wilmington, Delaware, and one will be forwarded. 
+2 


GOOD TOOLS MAKE GOOD MECHANICS. 


If a mechanic uses poor tools he cannot turn out 
good work, and consequently he is judged to be an in- 
ethcient workman. 
tools and he will produce better work and will be con 
It is evident, therefore, 


On the other hand, give him good 


sidered a skillful mechanic. 
that tools play an important part in the work of a 
mechanic, and that good tools are necessary for good 
work. this fact, the North 
brothers Manufacturing Company of Phila- 
hardware 
“Yankee” 


have 


Considering 


delphia, lennsylvania, advises 
dealers to take in a stock of its 
Tools, as it that 
demonstrated for the last sixteen years by 


practical use that they are of high quality 


claims these tools 





and efficiency. 

It is declared that for drilling, tapping, and 
working metal, boring in wood, and driving 
screws these tools have special features for 
speed and efficiency not found in any other 
tools. The accompanying illustration shows 
the “Yankee” Automatic Drill, Number 44. 
This is a rapid fire drill, with adjustable ten- 
sion, for hard or soft woods. A turn of the 
cap on the top of the drill does the work 





which is said to save time, labor, and drill 
points. The that 
this tool is built for hard service. Furnished 
with this drill are eight different size drill 
points. Dealers who desire particulars should 


manufacturers maintain 





“Yankee” : 
Auto- write to the manufacturers for their latest 
matic . r ‘ i. 
Dri! catalogs and also for their “Yankee” Tool 

Number . s ‘ ‘ 

“4. Sook, which will be furnished upon request. 


“ee 


COMING CONVENTIONS. 


Illinois Sheet Metal Contractors’ Association, Springfield, 
April 3, 4, 1918. D,. M. Haines, Secretary, Chicago 
National Association of Stove Manufacturers, New York 


City, May &, 1918 R. S. Wood, Secretary, National State 
Bank Building, Troy, New Yorl 
Southern Hardware Jobbers’ Association, Traymore 


Hotel, Atlantic City, New Jersey, May 28, 29, 30, 1918 John 
Donnan, Secretary, Richmond, Virginia. 

Old Guard Southern Hardware Salesmen, Traymore 
Hotel Atlantic City, New Jersey, May 29, 1918. George H. 
Hillman, Secretary, 1402 McGavock Street, Nashville, Ten- 
nessee. 

American Hardware Manufacturers’ Association, 
more Hotel. Atlantic City, New Jersey, May 28, 29, 30, 
F. D. Mitchell, Secretary, 4106 Woolworth Building, 
York City. 

National Association of Sheet Metal Contractors, Mik 
waukee, Wisconsin, June 11, 12. 13 and 14, 1918. Edwin & 
Seabrook, Secretary, Philadelphia, Pennsylvania 

National Warm Air Heating and Ventilating Association 
Milwaukee, Wisconsin, June 12, 1918. A. W. Williams 
Secretary, Columbus, Ohio 


Tray- 
1918. 
New 


~*- 
Don’t be afraid to ask your customer’s opinion: he 
will feel that you are interested in him. He may feel 
flattered, but flattery is sometimes a good thing in 


business. 
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OPPORTUNITIES FOR FOREIGN TRADE ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

26499—A man in Uruguay desires to be placed in com- 
munication with American stamping factories with a view to 
securing an agency for the sale of their products. He espe- 
cially desires an agency for the sale of white-enamel buckets. 
Catalogs and prices should be submitted. Reference.” 

26504.—A merchant in Algeria is in the market for 
household articles, metal and wooden toys, mechanical toys, 
and kitchen articles. Quotations may be made f. o. b. New 
York. Correspondence should be in French. References. 

26510—An agency is desired by a man in Algeria for the 
sale of household articles, tinware, binding twine, etc. He also 
wishes to make direct purchases. Payment will be made by 
cash against documents in New York or at destination. Cor- 
respondence should be in French. Reference. 

26514.—An agency is desired by a man in France for the 
sale of steel and copper tubes, small tools, nails, sheet steel 
and bars, and metallurgical products generally. Payment will 
be made by cash against documents. Correspondence may be 
in English. References. 

26518—A merchant in Scotland desires to secure agen- 
cies for the sale of American can products. He mentions no 
particular line. Reference. 

26520—A firm in the United States with branches all 
through the Far East desires to be placed in communication 
with American manufacturers and exporters of steel and iron 
products, hoop iron, box strapping, rails, wire and wire nails, 
paints, varnishes, etc. A representative of the firm is leaving 
for the Orient, and they desire to receive offers from Ameri- 
can firms desiring to extend their trade to Java, Siam, French 
Indo-China, China, Japan, and the Celebes Islands. Re- 
ferences. 

26522.—An agency is desired by a man in Canada for the 
sale of general merchandise. Quotations may be made f. o. b. 
factory. Correspondence may be in English. 

26523.—A man in China desires to purchase building 
fittings for eight-room house, such as hinges, locks, door 
knobs, window catches for plain and French windows, grates, 
hearths, hearth tiles, kitchen range, etc. Only first-quality 
goods are desired. Payment will be made by cash in New 
York against bill of lading. Correspondence may be in 
English. Reference. 

26529.—An agency is desired by a man in Italy for the 
sale of hardware, tinware, household utensils, and other goods. 
Correspondence may be in English. Reference. 

26530.—A man in Canada wishes to secure an agency for 
the sale of hardware specialties, of which samples could be 
easily carried, or which could be sold by catalogue. Corre- 
spondence may be in English. 

26539—A man in England wishes to buy cycle acces- 
sories, such as celluloid handle grips, mud guards, gear cases, 
pumps, etc. Reference. 

26546.—A company in Indiana desires to secure an agency 
for the sale of wire and nails. Payment will be made by 
60-days’ rupee drafts, documents against acceptance. Cor- 
respondence may be in English. References. 

26548.—A firm in India desires to entertain an exclusive 
agency proposition for the sale of hooping iron. Payment 
will be made by 60-days’ rupee drafts, documents against 
acceptance, References. 

26551.—A company in England is desirous of purchasing 
bright iron gate hooks, screw eyes, etc. Quotations may be 
made f. 0. b. New York. Payment will be made in America 
under letter of credit. Reference. 

26552.—An exclusive agency is desired by a company in 
India for the sale of pruning knives, picks, hoes, shovels, saws, 
and engineers’ tools. Payment will be made by 60-days’ rupee 
drafts, documents against acceptance. References. 

26554.—An agency is desired by a company in Australia 
for the sale of mowers and spring-tooth harrows. These must 
be high-grade machines. Reference 

26556.—An agency is desired by a man in France for the 
sale of small machines and tools, and novelties. All business 
is desired on a commission basis, stock being kept if required, 
Correspondence may be in English. Reference. 
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26562.—A man in Australia desires to secure an agency 
for the sale of oil, gas, and fuel stoves; ax handles, tools, 
electric stoves, grillers, ironers, and kindred lines, automatic 
sprinklers, spring shade rollers, etc. References. 


OBTAINS PATENT FOR GUN SIGHT. 








Murl Hewes, Grosmont, Alberta, Canada, has ob- 
tained United States patent rights, under number 


1,257,000, for a gun sight described in the following: 


In a gun sight, 
the combination of 
a flexible blade 
adapted for secure- 
ment at one end to 
a gun barrel and be- 
ing bifurcated at its 
opposite end, the 
free ends of said blade having inwardly extending shoulders, 
a fixed sight element connecting the rear ends of said blade, 


24 @ w« a i 
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a _hinged sight element mounted .on the rear end of 
said blade at one side of the fixed sight element and 
adapted to be sprung inwardly thereagainst, said piv- 


oted sight element, and said rear end of the blade being 
provided with retaining shoulders, and a slide adapted to 
engage in the bifurcated end of said blade and having stepped 
shoulders for interlocking engagement with the shoulders 
of the blade and the pivoted sight element. 


RETAIL HARDWARE DOINGS. 





Arkansas. 

Otto Leibrock has sold his interest in the Farmers Hard- 

ware Company at Stuttgart to Roy Shirkey. 
Georgia. 

The Merritt Hardware Company of Macon has pur- 
chased the corner lot on Broadway and Cherry Streets for 
$60,000 and will erect a seven story building for themselves 

lowa. 

Wilbur Gripp has purchased a hardware store in Afton 

A hardware store will be opened at Eldora by E. G 
Whitney and Peter Jensen. 

FE. E. Hanson has bought the hardware business of Jay 
Brunson at Callender. 

Fire destroyed the hardware and implement store of A 
M. Trezek at Elberon, the loss being about $1,500. 

R. R. Stockman has sold his hardware store at Swea 
City to Russell Adams and Paul Johnson. 

Walter Rieves, Frank Hall and Paul Goode have pur- 
chased the Parkinson and Bloedel hardware, furniture and 
undertaking business at Tabor, 

Kansas. 

Oursler and Rouse Hardware Company, Leavenworth, 

have purchased the Bubb hardware store. 
Michigan. 

The J. H. Fernmink and Company hardware store at 
Greenville is now the Wheeler and Fernmink Hardware 
Company, Clyde Wheeler being the new partner. 

Minnesota. 

FE. Haugen has moved his hardware store from Hard- 
wick to Jasper. 

C. J. Hallum has opened a new hardware business in 
Delhi. 

Montana. 

W. E. Mead has bought the hardware store of Charles 
E. Dixon at Malta. 

Missouri. 

W. L. Davies has sold his hardware store at Republic 
City to I. W. Peter who will continue the business. 

Nebraska. 

Charles Pettit has bought the Osborn hardware store at 
Ainsworth. 

C. A. Strickler has sold his hardware store at Hildreth 
to O. W. Hinrichs. 

North Dakota. 

H. O. Hanson has sold his interest in the Grace City 
Hardware and Implement Company at Grace City to his 
partner J. J. Aarestad. 

Ohlo. 

The Greenfield Hardware and Supply Company, Green- 

field, has increased its capital from $25,000 to $35,000. 
Wisconsin. 

The hardware store of R. P. Henry at Lancaster was 
destroyed by fire with a loss of $40,000. 

The Adams and Sons hardware store at Mount Hope 
has been dissolved the new firm name being Adams and Son. 
W. E. Adams, Hiram and George Adams continuing the 
business. 

M. Y. Cliff has sold his hardware store at Ingram to 
A. O. St. Clair. 
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AUTOMOBILE ACCESSORIES 
SOLD BY HARDWARE DEALERS 








CAN BUY LIBERTY BONDS BY 
SAVING IN GASOLENE. 


AUTOISTS 


Since this is the time when automobile owners are 
preparing to tune up their cars, it is also a fitting time 
to reflect on the matter of saving gasolene. Every gal- 
lon of gasolene that an autoist uses will mean that a 
gallon of gasolene cannot be used for a motor truck 
hauling provisions and munitions to the front for the 
fighting men in France. This may not seem so very 
great, but when we stop to think that there are more 
than 3,000,000 pleasure cars in use in America, and 
that each can burn from three to six gallons of gaso- 
lene every Sunday that an outing is taken in the car, 
we can readily see that such an outing means that the 
already scant supply has been made shorter by several 
millions of gallons. With the supply decreased and 
the Government in the market as a heavy -buyer to 
supply the thousands of motor trucks it is shipping to 
France for the army, the price will rise and the Gov- 
ernment will be at a greater expense to conduct its 
military operations. 

Gasolene is one of the big factors in the great 
struggle. Its importance in the ultimate winning of 
the war is very great. it propels submarines, flying 
machines, motor trucks and ambulances. The United 
States is the great producer of this by-product of pe- 
troleum, and all-we can produce is needed by us to 
hasten a victorious conclusion of the war. Owners of 
pleasure cars can, therefore, serve their country by 
saving gasolene. They have a fine opportunity to do 
this during the seasons when ontings and pleasure 
tours are in order. Short trips and not too many will 
result in a big saving of gasolene, without robbing the 
car owners of their pleasures. Another fine part about 
the saving in gasolene is that the money saved in gaso 
lene can be turned into Liberty Bonds, and Liberty 
3onds can win the war. The man who is willing to 
save gasolene and turn over his savings to the Govern- 
ment will be able in the future to take all the long tours 


he wants to, and he will be able to ride as a victor. 
-o-- _______- 


PROCURES PATENT FOR A SPARK PLUG. 


Arthur R. Mosler, New York City, has procured 
United States patent rights, under number 1,256,719, 
for a spark plug described in the following: 


In a spark plug, a hollow shell, 1 
hollow cap, an insulating block having 
relatively short inner and outer reduced 
end portions, an enlarged intermediate 
portion of different diameters and pack 
ing rings between that part of the in- 
termediate portion having the greatest 
diameter and the shell and between that 
part of the intermediate portion having 
the smallest diameter and the cap. 





NO SHORTAGE OF GASOLENE FOR ALL ES; 


The hardware dealer who handles automobile ac- 
cessories is always anxious to find out something about 
the various conditions affecting his trade. Conse- 
quently he will be interested in the report concerning 
gasolene. There is no shortage of gasolene in the 
United States, and the armies and navies of the Allies 
are being supplied as fully as shipping facilities per- 
mit, according to a statement issued by the United 
States Petroleum War Service ‘Committee. 
as there is a heavy demand for fuel oil, there will be 
an adequate supply of gasolene, the statement said, 


So long 


as gasolene is obtained in the process of refining fuel 
oil from crude oil. “As a matter of fact,” the report 
says, “as a result of the light domestic demand inci 
dent to the winter weather, the stocks of gasolene are 
increasing and will further increase before the heavy 
encountered.” This statement 
eliminates the great scare caused by the report that 


summer demand is 


gasolene was becoming so scarce that it would soon be 
almost unobtainable. 


TELLS SOME OBJECTIONS TO USING 
KEROSENE IN RADIATORS. 








Owing to the increasing use of kerosene in radiators 


certain difficulties connected therewith 


have come into prominence. Many automobilists main 


this winter 
tain they are getting good results at a much lower cost 
than would be the case if they had alcohol solutions 
in the cooling systems. 

Kerosene, of course, will not .freeze and doubtless 
But let a few mild 
days come along and the kerosene advocates may find 


will prove satisfactory for a time. 


their motors heating up quickly and smelling to 
heaven. 
“ee 


GETS PATENT FOR NON-SKID DEVICE. 


Under number 1,256,732, United States 


rights have been granted to John Rowe, Casey, lowa 


patent 


for a non-skid device for tires described in the fol 
lowing : 

A device of the characte 

7 described comprising a palit 
; annular members concentrical 
iD ly disposed with respect to th 
im rim on opposite sides of a 
wheel, aid member bein 
formed so as to be disposed 
F against the felly and ipon the 
inner surface of the wheel rin 


a substantially U-shaped cle 


member having it arn 
hingedly and separably connected and disposed across I 





the tel 


and secured to said members at its outer ends to retain s: 
members on the wheel, one of said members being separab! 
and means on said members to retain a non-skid device or 
the tire. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








An advertisement is a solicitor for trade. It is a 
salesman employed by the advertiser. Why is it, then, 
that many dealers who would be disgusted if their 
salesman simply told the customers that they carried 
a large supply of goods without impressing upon them 
the value of the goods for their particular and special 
needs, do that very thing themselves when they adver- 





Just Received 








BIG STOCK OF FORD 
SPRINGS AND 
FORD BULBS 


HEREFORD - MORGAN 
HARDWARE CoO. 


Opposite Stand Pipe 
Telephone 162 











tise? Is it one of the inconsistencies, one of the con- 
tradictions in human nature that impels a business 
man to tell his employe to do a thing in a certain way, 
and then, when he has the chance to do that very thing, 
to repudiate his own doctrines, to violate his own prin- 
ciples, and do the thing the other way? So it would 
seem, for this is done over and over again. For in- 
stance, a merchant will tell his salesman, “When you 
try to sell something to the customer, tell him some- 
thing that will appeal directly to him. He is the one 
who is doing the buying. Keep him interested. Show 
him that you want to help him.” Then the same mer- 
chant in his advertising forgets entirely about the cus- 
tomer. 

As an example of an advertisement which is minus 
any sort of appeal to the buyer, we have the advertise- 
ment of the Hereford-Morgan Hardware Company, 
which appeared in the Waycross Journal Herald, 
Waycross, Georgia. As the advertisement appears, 


there is an amplitude of news communicated to the 
reader, but the fault is that it is not conveyed force- 
fully enough. It is not brought home to the prospec- 
tive customer. The knowledge that the company has 
just received a supply of goods has nothing in itself 
to rouse the autoist to action. 


He accepts this infor- 





mation in an unaffected sort of way. He assumes a 
neutral position. If he passes any remark, it is most 
likely of this character, “So they have just received 
a stock of Ford bulbs, have they? I hope they hang 
on to them.” He assumes this attitude because there 
is nothing in the advertisement which shows that the 
dealers are interested in helping him. ‘Attention, 
Ford Owners!” or some similar statement would have 
been a more effective beginning. Then the advertiser 
could have proceeded along this line: “We have just 
received a supply of Ford springs and bulbs. We in- 
vite you to call around and inspect them. You will 
find the very things you need.”’ Directness of this sort 
would undoubtedly have the desired effect upon the 
reader. Vagueness should be avoided in the writing 
of advertisements. 
ok ok * 

We often hear people say, “Be brief and to the 
point.” This statement has a great deal of meaning 
in it, especially in the business world. Buyers are not 
very favorably impressed by salesmen who give them 
long winded talks without ever coming down to “brass 
tacks.” The same thing is true when they read adver- 
tisements. If an large 
amount of words with little or no definite information, 
they will not regard it very favorably. Time is pre- 
cious to most people, and dealers who think of this 
when they advertise, will be able to make their advertis- 
ing more effective. The advertisement of Van Cleaf, 
which ran in the Evening Press of Asbury Park, New 
Jersey, is a good example of the advantages of direct- 


advertisement contains a 





Pipeless Heater 


This is a cut of a pipeless 
healer, which will heat any 
ordinary house, with only 
one pipe and register. 





$90.00 to $130.00 complete. 
“WE WANT YOUR TRADE” 


VAN CLEAF 


209 BOND STREET 














ness and brevity in advertising. No words are wasted. 
One article is mentioned, and its strong feature is told 
in a single short sentence which carries a strong appeal. 
Another excellent feature of this advertisement is the 
mentioning of the price of the article on sale. This 
is so often neglected by advertisers that it is a relief 
to find someone who realizes the necessity for it. The 
advertisement is, indeed, a credit to the advertiser. 
* * * 


The merchant who does not believe in advertising 
would have a sorry time trying to find a successful 
business that had been built without advertising of 


some kind. 
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HEATING AND VENTILATING 








ILLINOIS HEATING AND VENTILATING 
ENGINEERS HAVE TREAT IN STORE 
FOR NEXT MEETING. 


An instructive and entertaining demonstration is 
promised as a special treat for the next meetiag ,of 
the Illinois Chapter of the American Society of Heat- 
ing and Ventilating Engineers which is to take place 
Monday evening, March 11, 1918, at the Chicago En- 
gineers’ Club, 314 Federal Street, Chicago, Illinois. 

The new president of the Illinois Chapter of the 
Association, Dr. E. Vernon 
show a new method which he is developing of pro- 


Hill, has consented to 


jecting microscopic slides directly upon the screen. 
This method is declared to be a notable improvemeit 
in making lantern slides, as the colors are reproduced 
as well as the forms. Dr. Hill will deliver a lecture, 
entitled “The Little Things of Life,’ in connection 
with the demonstration of his method. 


“*e- 


DEALING IN STANDARDIZED PRODUCTS 
PROVES PROFITABLE BUSINESS. 


Prosperous merchants have time and again advised 
those who would succeed in the selling line to handle 
standardized, well advertised goods. The wide awake 
dealers have not been slow to take advantage of this 
good advice. The truth in it is constantly being dem 
onstrated by practical examples. One of these is that 
of the Standard Furnace and Supply Company, 497- 
409-411-413 South Tenth Street, Omaha, Nebraska. 
This company believes in selling only articles of qua'- 
ity and repute. It handles such specialties as Nesbit 
High Grade Heaters, Weir All Steel Heaters, Rock 
Island and Walworth Side Registers, and Handy Pipe 
and Fittings. The demand for these articles became 
so great, according to the company, and _ business 
poured in so rapidly that it became necessary to in 
crease the amount of space occupied by the addition 
of another building. The concern announces its in- 
tention to keep on with and, if possible, increase its 
work in order to supply everything necessary in the 
warm air heating line. 
information may be had by writing to the company. 


Catalogs and other desire: 


“*e- 


ADVISES DEALERS AND INSTALLERS TO 
MAIL COUPONS AT ONCE. 





Dealers and installers in the heating and ventilating 
trade may obtain what are claimed to be very profit- 
able selling plans, merely by filling out a coupon. This 
offer is made by the Beckwith Company, 188 Front 
Street, Dowagiac, Michigan. 
pearing on one page cf the company’s ad_ in this 
issue of AMERICAN ARTISAN AND Harpware ReEcorp, 
and another one on the opposite page. The com- 


There is a coupon ap- 


Pany manufactures the Round Oak Moistair Heat- 





ing Systems, and is now investing a huge sum of 
money in a great advertising drive. Its advertise 
ments appear in all the leading trade papers and news 
papers throughout the country. It is claimed, there 
fore, that the dealer will have no trouble at all ia 
selling these heaters, as the public is already familiar 
The 1918 Sales 


Plan, it is averred, points out to the dealer or installer 


with and anxious to obtain them. 
the way to increase his sales and profits. It explains 
to him why eventually he should control the high 
I ill- 


ing out and mailing these coupons will not only bring 


grade, profitable heating business of his locality. 


the selling plans, but also other descriptive literature, 

including catalogs, etc., and special advice regarding 

the.exclusive agency for the Round Oak Copper Fused 

soiler Iron Range. Immediate action by dealers and 

installers is advisable, declares the company, if they 

wish to start out at once to increase their earnings. 
~o- 


ANSWERS PROBLEM OF INSTALLATION. 


Besides giving practical directions for overcoming 
the defects developed in the installation of warm air 
heater as presented in an inquiry by George P. Hindert 
of Minonk, Illinois, on page 34 of January 26, 1918, 
issue of AMERICAN ARTISAN AND HARDWARE RecorD, 
the following solution accentuates the business side 


of the question. It is submitted by L. C. Noland, 


foreman of the,Crary Tin Shop at Boone, lowa. No- 
tice is called to his statement that a poor job is a 
curse for years and a good job is a pleasure. He in 


sists that the best customers are those who willingly 
pay ample prices for good work. There is no economy 
nor any genuine advantage to be derived from ‘under- 
bidding on contracts to such an extent as to make it 
necessary to use faulty material or hurried workman- 
ship in order to break even. This aspect of the matter 
needs to be sharpened so that it may not be lost sight 
of in the trade. Mr. Noland’s solution of the problem 
is this: 

To AMERICAN ARTISAN AND HarpwWAre RecorpD: 

My attention was attracted by George P. Hindert’s 
inquiry on page 34 of AMERICAN ARTISAN AND 
HarpDWARE Recorp for January 26, 1918, in regard to 
imperfect installation of a warm air heater. As he 
does not give any measurements with relation to the 
size of the house, | take it for granted that his draw- 
ing is on a scale of one-quarter inch. If I am correct 
in this, I figure the house in height proportionately. 
Therefore, I would add 265 inches more cold air, or 
better still a 20 inch pipe from the hall. Then it would 
be advisable to take the one run carrying five rooms. 
Start off from the warm air heater with a 16 inch run. 
Reduce to 14 inches at first outlet. Then at the second 
outlet, reduce to 12 inches, and continue to the last 
register, providing you have cellar depth to get your 
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elevation. But by no means should the run be made 
on a level. 

With reference to stacks heating two rooms on the 
second floor, there is very much doubt in my mind. 
If these stacks are 3x12, the dimensions ordinarily 
used, they are bound to be a failure. In my 26 years 
of experience in the warm air heating business, I have 
never yet found two rooms heated perfectly by one 
small stack. 

Now we come to the warm air heater. If the warm 
air heater used in this installation is as deficient in 
capacity as the rest of the job, I would say to my cus- 
tomer, “Wipe the slate clean and try again.” It seems 
to me that it ought not to be a very hard task to con- 
vince an intelligent customer that it is folly to haggle 
over a difference of a few dollars when it comes to 
his heating plant. He should look for the man with 
practical experience and knowledge and then pay him 
for the best he has. This the customer will never 
regret. Here the winning argument is that when the 
plant is installed it becomes a fixture for years. A 
poor job is a curse for years and a good job is a 
pleasure for the same period of time. My best .cus- 
tomers are the ones who have paid me the biggest 
prices. They are boosters every time. 

The day is coming when a warm air heating con- 
tractor will have to pass an examination before duly 
constituted city or state authorities. The sooner it 
comes the better. When it does come and if I fail to 
pass, I will gladly go to the scrap heap with the rest 
of the scraps. And believe me, I will not be lone- 
some for there is a very large part of warm air 
heater men who never were and probably never will be 
as competent as they ought to be. 

In conclusion I would urge my friend Hindert to 
keep a stiff upper lip and insist upon good prices for 
good material and workmanship. He will win in the 
long run. It is better for him to lose such a contract 
as the one whose faulty installation he describes 
than to lower his own standards in competition with 
so short-sighted a rival. 

L. C. NoLanp, 
Foreman, Crary Tin Shop. 
Boone, Iowa, March 4, 1918. 


IS DELUGED WITH REPLIES TO AD. 


To AMERICAN ARTISAN AND HarpWAreE REcorpD: 

Please take out my advertisement, “Furnace In- 
staller Wanted.” I have been deluged with so many 
letters that my stenographer will have to work over- 
time to answer all the communications we have re- 
ceived from the advertisement. 

Very truly yours, 
E. E. Brewster, 
Manager Round Oak Moistair Heating Company. 
Muskegon, Michigan, March 6, 1918. 


“*e- 


CONSERVES FUEL. 


FURNACE PIPE 


Now that the Government has carried its plan for 
general economy into effect, the subject of fuel 
conservation affects people in all walks of life. Even 
those who hitherto cared little or nothing about the 
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matter are interested. Everyone is urged to do his 
bit. Dealers in furnace pipes, etc., can comply with 
this request by installing pipes that help conserve fuel, 
like the “Handy” Furnace Pipe, a tee of which is 
shown in the accompanying illustration. F. Meyer 

nt and Brothers Com- 
pany, 1313 South 
Adams Street, Peoria, 
Illinois, the manufac- 
turers of this pipe, 
claim that no heat is 
wasted because there 
are no faulty connec- 
tions when it is used. 
The double wall is said to prevent the heat from escap- 
ing into the basement or between the walls of the 
building. All the heat produced is thus utilized, and 
the user saves fuel. The sections of the pipe, it is 
declared, join smoothly, evenly, and perfectly. The 
long, slotted, single tongue, full one and three-eighths 
inches, makes them fit snugly. These pipes and fit- 
tings are made in all shapes and sizes. The sections 
come as short as two inches. 

The company declares that owing to government 
regulation of the prices of tin plate and galvanized 
iron, it has greatly reduced the price of this pipe, thus 
enabling the dealer to increase his profits. Catalog 
number 39 which describes the “Handy” line in full 
may be obtained by writing to the manufacturers. 
Dealers are also advised to get the company’s latest 
price list. 


uy 


No. 40 Tee, ‘‘Handy” Furnace Pipe. 


“ee 


GETS PATENT FOR WARM AIR HEATER. 


Frank A. Conrad, Milwaukee, Wisconsin, has pro- 
cured United States patent rights, under number 
1,256,775, for a warm air heater described in the 


following : 


In a warm air heater, a structure with a heating chamber 
therein of less height than the height of the structure to pro- 
vide an air passage over the heating chamber and within the 
structure, vertical partitions separating the heating chamber 
into separate compartments, a heating device in the structure 
separated from the heating chamber, a winding fue con- 
nected to the heating device and extending through al! of 
the compartments in the heating chamber, a perforated |ori- 


zontal partition in the lower part of each compartment 0! the 


heating chamber, an air inlet opening into each compartment 
of the heating chamber below the perforated partition, an a'r 
inlet chamber connected to the heating chamber, partitions n 
the air inlet chamber dividing it into separate compar'ments 
communicating respectively with the separate compartments 
in the heating chamber, a warm air discharge pipe connect- 
ing to the hot air furnace structure over each compartment 
of the heating chamber and a hot air outlet pipe from each 
compartment of the heating chamber of smaller diameter 
than the respective discharge pipe and extending into each 
respective discharge pipe whereby heated air from each com- 
partment of the heating chamber is discharged through its 
respective discharge pipe and mingled with heated air coming 
directly from the passage over the heating chamber. 











al 












AMERICAN 





March 9, 1918. 





ARTISAN AND HARDWARE RECORD 














PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR CONE INTERSECTING A 
CYLINDER ON AN INCLINE. 


BY O. W. KOTHE. 

To continue our problems of conic intersection, this 
drawing takes us a step further in establishing points 
of penetration between a cone and a cylinder placed 
on an incline to their axis. The main knowledge to be 
gained from these is to arrive at their points of pene- 
tration, after which the patterns are easily described. 

In this drawing it is most convenient first to draw 
the side elevation of cone, placing the axis line X-4 
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1”-2"-3", etc. A line traced through these points 
establishes the miter line between the cone and the 
cylinder. 

To develop the cone, project lines at right angles to 
the axis line 4-X of side elevation from each point as 
1”-2”-3”-4", etc., to the side line 7”-7. This trans- 
fers all the foreshortened lines to the outside slant 
line and therefore makes true lengths. Set dividers 
Step oft 
the circumference on this arc and draw radial lines 


‘o X-7 as radius and strike an arc as I-I. 


to the apex. Now using X as center and each point 


— = 


on the side line 7-7” as radius sweep lines into stretch 
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Patterns for Cone intersecting a Cylinder on an Incline. 


to any desired incline and then describe the half sec 
tion “A.” 
elevation working from the center line A-X’. Ob- 
serve that lines are projected over from points 1-2’- 
3’-4’, etc., of side elevation past the center line of end 
elevation. Now with dividers pick the length of sec 
tional line as 2-2’ from “A” and place as 2-2’-in “B”. 
Repeat and pick line 3-3’ and transfer as 3-3’ in “B.” 
The same holds good by transferring the line 4-4’,5-5’ 


To produce a true end view, draw the end 


and 6-6’, into end elevation by similar numbered 
points. Through these points draw a line and you 
have the oval end view looking into the end of cylinder. 

Describe the circle for cylinder for any desired 
radius. Then from each point as 6'-5’-4’-3’-2’ draw 
lines to the apex X’, intersecting the cylinder circle 
in points 6”-2”-5”", etc. Now from each of these 
points project over horizontal lines into side elevation. 
cutting radial lines having similar number as in point 


out cutting stretchout lines having similar number as 
in points 1’-2’-3’, etc. This establishes the miter cut 
where the larger part of cone fits on cylinder 

The pattern for the lower cone is developed by re 
peating the above process. Care must be taken from 
tracing the curved lines to make them uniform. No 
abrupt hills or hollows should appear but the line 
should be gradual. To lay out the pattern for the 
opening in cylinder, pick the stretchout from the end 
Step off these dis- 


” ”" ” 


elevation as 1-6’-2”-5”"-3”"-4”, etc 
tances as shown in pattern. Measure the arc where 
no line intersects to the center line. Then for the bot 
tom pick each of those points separately and transfer 
them over into stretchout as shown. Draw stretchout 
lines and from each point in mitter cut of side eleva 
tion into stretchout as in points 1’-2’-3, etc. This give 
the opening. Repeat this process for the lower open 
ing and the pattern is finished. 








AMERICAN ARTISAN AND HARDWARE RECORD 


March 9, 1918. 








Michigan Sheet Metal Contractors’ Association 
Meets as One Big Family 








As brothers of one big family upholding their joint 
interests, the members of the Michigan Sheet Metal 
Contractors’ Association met in 

convention, March 6, 7, and 8, 

1918, at the Hotel Cadillac, in 

Detroit, Michigan. In all essen- 

tial details of their trade under 

discussion, they manifested a re- 

markable oneness of opinion and 

Official Emblem. a sameness of outlook. Through- 
out the three days of the meeting there was not in evi- 
dence the slightest indication of any disagreement re- 
lating to matters bearing upon the affairs of the or- 


ganization and the business of the convention. This 


Charles H. Dart, 


President Michigan Sheet Metal Contractors’ Association. 


spirit of unanimity caused much favorable comment. 
Men who have had considerable experience both in 
the study and management of such gatherings were 
generous in their praise of this aspect of the Associa- 
tion. It is rare, indeed, that so many men of different 
minds and strong personal views find it possible to 
work together with such perfect harmony of purpose. 
Wednesday, March 6, 1918. 

Preparatory to the opening session of the Conven- 
tion, the Auditing Committee met at 8 o’clock Wed- 
nesday morning, March 6, 1918, with the Secretary 
and Treasurer. Much routine detail which would 
have needlessly consumed the time of the Convention 
was disposed of in this conference and the report of 
the Auditing Committee was carefully scrutinized so 
that its presentation to the main gathering could be 
made with the least expenditure of words. At 9:30 


o'clock the same morning, a meeting of the Executive 

soard was held preliminary to the general convention. 
In addition to the transaction of business properly per- 
taining to the Board, opportunity was afforded the 
members of the Michigan Sheet Metal Contractors’ 
Association to make payment of dues and to enter 
their names upon the special register of the conven- 
tion. 

The opening session of the convention which began 
at 11 oclock Wednesday morning brought to the sur- 
face the profound patriotism of the members. Each 
individual felt himself stirred by the subtle fellow- 
ship of a common cause. Although ordinarily little 
given to emotional display, the sheet metal contractors 
of this Michigan association came under the magic 
spell of a collective spirit, which expressed itself 
through the combined mind of the Association. The 
president of the Michigan Sheet Metal Contractors’ 
Association, Charles H. Dart, is a man whose firmness 
of character, tenacity of purpose, and broadness of 
ideas have made his administration of the Association 
a thing long to be remembered in the annals of that 
organization. In his address to the convention he di- 
rected the thoughts of the assembly to the fact that the 
last year has been an epoch-making period in the his- 
tory of our country and that it has lifted our glorious 
national emblem, the Stars and Stripes, high above the 
sordid bickerings and clashing interests of everyday 
life. 
mon danger into one mighty people. 
Sheet Metal Contractors’ Association and its members 


We have become fused in the crucible of a com- 
The Michigan 


have been part of this great process of transforma- 
tion. 

He told the members gathered in convention that 
they had been called upon to contribute to the various 
for the welfare 


institutional movements which 


of our soldiers and to give their physical and moral 


care 


support to the cause espoused by this most democratic 
nation of the world. It is a well-known fact, he de- 
clared, that the members of the Association stand back 
of every move along the line of liberty and advance- 
ment of their fellow men. He placed particular stress 
upon the fact that the records of the organization 
proved beyond a shadow of doubt that loyalty and co- 
operation when judiciously applied destroy all barriers 
to progress and overcome all difficulties. 
President Dart paid a graceful tribute of well- 
merited praise to Secretary F. E. Ederle and said that 
the time and labor which the Secretary had given dur- 
ing the last year and the resultant benefits obtained 
cannot be measured in dollars and cents. He called 
attention also to the services rendered by A. B. Lew- 
less and A. F. Martin in assisting the secretary. In 
closing he warmly thanked the officers and members 
for the many courtesies and honors which they had 
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conferred upon him at different times, saying that it 
had always been a pleasure to him to serve the Asso- 
ciation. 

The afternoon session of Wednesday began at 1 :30 
o'clock with an explanation of the Warm Air Heater 
Formula adopted by the National Warm Air Heating 
and Ventilating Association by J. H. McHenry of 
the Detroit Stove Works, Detroit, Michigan. He 
showed how the full rule for determining heat require- 
ments should be applied, stating that the rule is easily 
understood, simple to use and work out, and that it 
has given general satisfaction. There are two things 
to be determined in the application of the rule, namely: 


Full Rule for Determining Heat Requirements. 


1. Find the total square feet of glass surface in windows 
and outside doors, taking the full opening measurements and 
counting outside doors as all glass; then measure the surface 
in exposed outside wall, from which subtract the glass sur- 
face: next reduce the wall surface to equivalent glass surface 
by dividing the net amount by: 

10 if wall is 8 to 10 inches thick 
15 if wall is 12 to 26 inches thick 
2) if wall is 26 to 38 inches thick 

To this result, add the glass exposure; then as one square 
foot of glass surface cools 75 cubic feet of air per hour, mul- 
tiply the total glass equivalent by 75, which will give the total 
cubic feet of air to be heated to offset the loss from glass 
and wall exposure. This total added to the cubical contents 
of space to be heated gives the amount of air to be heated. 

2. For a temperature of 70 degrees Iahrenheit in zero 
weather, multiply the amount of air to be heated by .01222 
and the result will be the heat requirements in square inches 
pipe area. For each degree below zero for which the heating 
is to be required, add 1 per cent to the heat requirements. 

This rule gives the total heat requirements of the room 
in square inches pipe area; and judgment must be used in 
increasing the number of square inches pipe area in the rooms 
on the cold side, exposed to the north and west, and reducing 
the number of square inches pipe area on the warm side; 
also making allowance for poorly constructed buildings, loose- 
fitting windows, etc. 

Add the square inches pipe area of all the rooms and 
choose heater of such capacity, as the result indicates. 


Rules for Pipes. 


1. Each warm air pipe should have an upward pitch from 
the heater of not less than } inch per foot. 

2. The pitch of all warm air pipes should be alike. Equal- 
ize by bringing down lower into the cellar the boxes of the 
shorter warm air pipes. 

4. The table of warm air piping in this formula applies 
where cellar or basement pipes are not over 15 feet in length 

!. When a warm air pipe in cellar is more than 15 feet 
long, add % inch to the diameter of such pipe for each 
leet or part thereof of length in excess of 15 feet (or, when 
odd % inch sizes of pipe are not used), add 1 inch to diameter 
of pipe for each 10 feet, or part thereof, of length in excess 
of 15 feet. In such case, the capacity of a riser should he 
increased to equal the capacity of the cellar pipe. 

_ © An offset in the riser pipe is equivalent to an addi- 
tion to the length of the cellar pipe, and should be counted in 
when measuring the total length of the cellar pipe. 

6. All warm air pipes in cellar or basement should be 
covered with non-heat-conducting pipe covering. Not less 
than 10-pound sheathing is recommended. 

«. All warm air risers should be carried up in 
Partitions, wherever possible. 

x. In cases where it is absolutely necessary to carry up 
Warm air risers in outer walls, such risers should be so thor- 
oughly protected as to be completely insulated 

9. In using double wall pipe the capacity should not be 
reduced : 

10 \ 
Crown or 


inside 


separate compartment should be made in the 


owl bonnet of the surface for each extra long or 
Winding air pipe, thus insuring a positive supply of warm air 
to that pipe. 
Never use smaller than eight (%) inch pine 
12. When warm air pipes are taken out of the top of 
the bonnet of the heater, the tops of all the elbows should 
€ on a level, so that an equal current of air can fill all the 
pipes As a 12-inch elhow is so much higher than an &-inch 
elhow, in order to have both pipes work properly, the top of 
the -inch elbow should he as high as the top of the 12-inch 
‘his applies to all pipes taken from the top of the heater 
he same rule apnlies as nearly as possible where pipes are 
taken from the side of the bonnet 
3» Rooms on the sides of the house exposed to pre- 
vailing winds should always have one size larger pipes and 
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registers than the same sized rooms on the sides of the house 
not so exposed. 

14. Rooms having bay windows and considerable more 
than the average glass surface on the northern side of the 
house should have two sizes larger warm air pipes and regis- 
ters than the same sized rooms without this extra glass sur- 
face on the southern side. 

15. Where warm air pipes pass through the wal! in the 
cellar, an air space around the pipes should always be left 
Never mason a pipe in solid that passes through a wall in 
the cellar, as the wall chills the pipe and makes that pipe 
almost worthless. 

16. All warm air pipes should have dampers close to 
the heater, so the heat from them can be regulated 
17. All rising pipes in partitions or walls should be en- 
larged or boxed out where cellar pipes enter them. This is 
necessary to avoid friction and insure a rapid flow of air. 

18. All rising warm air pipes running from second to 
third floor should always have damper above the register on 
second floor. Rising pipes should be wrapped with asbestos 
and studs lined with tin, using wire or iron lath to plaster on 

19. The friction from abrupt bends or acute angles in 
warm air pipes must be avoided. 

20. Fireplaces in rooms having flues 12 hy 12 inches, 
which is equal to 144 square inches, or & by 12 inches, which 
is equal to 96 square inches, or & by & inches, which 1s equal 
to 64 square inches, will in cold or windy weather pull off 
more air from a room than the warm air pipes can deliver. 
In such cases, use sheet-iron throat pieces with sliding damper 
in fireplace flue. The ventilation can thus he 
desired. 

21. In heating a room on the cold side of the house, or 
a room having a large amount of glass surface, place one 
register in the floor as near as possible to the heater and 
place a cold air register face in the floor under or near a 
window and connect this cold air register by means of a 
separate duct to the bottom of casing, thus removing the cold 
air out of the room and at the same time providing a flow 
of warm air into the room. 

22. The heater must be attached to a chimney 
correct construction, one that will furnish sufficient 
insure a good combustion of fuel 

23. The fresh air supply to the heater must he adequate 


reenlated as 


flue of 
draft to 


lollowing the very instructive explanation of the 
warm air heater formula by J. H. McHenry, a general 
discussion of warm air heater problems took place, 
in which there was a free interchange of helpful ideas 
and practical information. 

Thursday, March 7, 1918. 

Much credit is due to the Traveling Men's Auxiliary 
of the Michigan Sheet Metal Contractors’ Association 
which met at g o'clock Thursday morning during the 
convention. This organization is full of ginger and 


enthusiasm. The entertainment features of the con 
vention were in charge of the Committee of the Tray 
eling Men's Auxiliary to the general satisfaction of all 


concerned. 





Traveling Men’s Auxiliary Entertainment Committee for Con- 
vention cf Michigan Sheet Metal Contractors’ Association. 
Upper (left to right: H. MacGregor of Roehm and Davison, 

J. H. McHenry of Detroit Stove Works, N. L. Pierson. Lower 

(left to right): Robert Joy of Whitaker-Glessner Company, H. E 

Doherty of Safety Furnace Pipe Company, and G. E. Jennings. 


At 10 o'clock the Convention of the Michigan Sheet 
Metal Contractors’ 


to ordet IO! the 


Association came 
first session of the day. The feature of thi 


ing was a blackboard demonstration on overhead 
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cost systems conducted by A. B. Lewless and A. F. 


Martin. They were followed by Louis Oehring of 
Detroit, Michigan, who gave an illuminating and prac- 
tical address on cost accounting. 

The afternoon session was devoted to a lecture on 
salesmanship by Alfred A. Greene of Chicago and 
an address on Unity by A. W. Howe of Cleveland, 
Ohio. An especially good speech was delivered by 
John D. Green of the Detroit Stove Works, Detroit, 
Michigan, who took for his theme, “The Value of Or- 
ganization.” He spoke as follows: 

Address Delivered by John D. Green Before the Seventh 
Annual Convention of the Michigan Sheet Metal Con- 
tractors Association at Detroit, Michigan, 

March 7, 1918. 

1 assure you that I appreciate the courtesy of 
your Committee on Program in thinking of me when 
making up the program for this meeting. I consider 
it a great honor to be included on a program with 
such speakers as you have selected. 

Congratulates Program Committee. 

First, I want to extend congratulations to your Pro- 

gram Committee on their success in bringing out this 





John D. Green, 


€x-president National Warm Air Heating and Ventilating As- 
sociation, Speaker at Convention of Michigan Sheet 
Metal Contractors’ Association. 


beautiful souvenir program. It is one of the most 

attractive [ have ever seen. The quality of the paper 

and printing is excellent. The half tone reproductions 

of photographs of members of several of the State 

Local Associations, and individual members, are splen- 

did, and as a whole, it is a very handsome production. 
Recails Former Convention. 

In looking over some addresses which I have given 
during the past six or seven years I find that at a 
meeting of your Association held in Battle Creek on 
the 26th day of March, 1913, I talked to you on the 
subject of “Some Problems of the Sheet Metal Con- 
tractor.” I remember it was a very interesting meet- 
ing, and at that time you had been organized but two 
or three years. As evidenced by your growth and ex- 
pansion, you have kept abreast of the times, and now 


have one of the best organizations in the Sheet Metal 
business in the country. 
Value of Organization Grows by Degrees. 

I observe that I am expected to talk to you today 
on the subject of “Value of Organization.” By the 
growth and good work done in your own Association 
you have demonstrated the value of organization. This 
is your Seventh Annual Convention, and I am sure 
as you look back over the early years of your Asso 
ciation you can readily see, as time has passed, the 
value of the organization has become greater each and 
every year. 

Has Twenty Years’ Experience in Association Work. 

I have for over twenty years had much experience 
in Association or organization work in several lines 
of business. There is much that can be done to in 
crease the value of organization, but the most impor 
tant need to my mind is co-operation. The closer co 
operation you have, the better work you can do. | 
have known of organizations which have come very 
near dissolution simply because it seemed impossible 
to get co-operation of the membership on account of 
too many factors in the organization. No matter how 
good a thing might be brought out, or suggested, one 
of the other factors would immediately oppose it 
often for no other purpose than to defeat the other 
side. 

Indicates Some Obstructive Customs. 

Another thing that has come to my observation is, 
in some organizations members frequently are of the 
opinion that they know all about parliamentary law, 
and they seem to derive great pleasure in finding fault 
with motions made, as well as opposing decisions of 
the Chairman, all of this being done simply to show 
their knowledge of parliamentary law. Of course it 
is proper that all meetings should be conducted in a 
correct manner; but just as soon as you get a lot of 
smart fellows in an organization, then you begin to 
have trouble, and as a result, it is soon found that 
many members begin to lose interest and the attend- 
ance decreases. As stated before, the closer co-opera- 
tion you have, the greater accomplishments are at- 
tained. There is no limitation as to what can be ac- 
complished by an organization with proper co-opera- 
tion. 

Gives Convincing Illustration. 

As an illustration of the great value of organiza- 
tion I give you the following: Five years ago the 
National Warm Air Heating and Ventilating sso- 
ciation was organized. The majority of Warm Air 
Ifeater and Accessories manufacturers became mem- 
bers. All went to work in a co-operative manner to 
build up the Warm Air Heater industry of the coun- 
try. Note the result: In the year 1911 the sales of 
Warm Air Heaters in the United States amounted to 
147,067, in the year 1917 the sales of Warm Air 
Heaters in the United States amounted to approxi- 
mately 260,000—an increase of 76 per cent over the 
number sold in 1911. It would have been impossible 
to obtain this large increase without organization. 
Many other good things have been done by the Na- 
tional Warm Air Heating and Ventilating Association 
which could never have been possible without organ- 
ization. 


I want to say to you that the organization of Sheet 
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Metal Contractors, both through its National Associa- 
tion and State Associations, has been a wonderful help 
to the National Warm Air Heating and Ventilating 
Association in the campaign to increase the use of 
Warm Air Heaters. 

Urges Adoption of Cost Finding System. 

Today you have had the exceptional privilege of 
blackboard demonstration on “Overhead and Cost 
Systems” demonstrated by Mr. Lewless and Mr. Mar- 
tin, as well as listening to the talk given by Mr. Louis 
Oehring on “Cost Accounting.” The cost question is 
one of the most important subjects for discussion in 
any organization. It is possible for an organization 
such as yours to have a simple cost system formulated 
for your own use; that is, one that can be used by 
every member. I am sure you would find the adop- 
tion and use of such a system would fully compensate 
you for all the work, time, and attention given it 
through your organization. 

It would be almost an impossibility to adopt a uni- 
form cost system if you were not organized and here 
again is one of the strong points of the value of organ- 
ization. I am not going to talk at length on the bene- 
fit to be derived by using a uniform cost system, but I 
would advise the use of such a system by all means, 
as it will show you all the pitfalls after it has been 
in effect for a year, or probably less. In many lines 
of business, industries of every class have suffered 
the general lack of intelligent costing, and it is my 
opinion that this Association could render no greater 
service to its members than recommending to them 
an adequate cost finding system. This has been done 
by several organizations with most satisfactory results. 

Co-operation Is Great Factor in Business. 

Any man who is strong enough and broad enough 
to be a leader in his particular business world will un- 
hesitatingly declare that the modern association organ- 
ization is the biggest and most significant sign on the 
face of the whole industrial horizon, that the love 
feast of competitors is the most important function 
on the business calendar of the down-to-date manu- 
facturer, and that the association organization move- 
ment is an economic uplift that has already accom- 
plished miracles of service to the consumer, the mid- 
dleman, the manufacturer, and seller of raw mate- 
rials. 

I have simply endeavored to give you a line on my 
thought in connection with association organization. 
In looking into your faces I have decided that you 
really need no particular arguments to convert you 
to organization work. You have a splendid organ- 
ization. 

Friday, March 8, 1918. 

The session of Friday, March 8, 1918, was in the 
nature of an executive meeting open only to active 
members. Several knotty problems which had been 
more or less troublesome were taken under considera- 
tion and suitable solutions for their unraveling were 
worked out. 

The Entertainment Committee of the Traveling 
Men’s Auxiliary had developed a well-oiled mechanism 
for the easy functioning of the social activities of the 
Convention and kept it “in high,” up hill and down 
dale during the three days of the meeting. Wednes- 
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day evening, March 6, a theater party was given to 
the members of the State body by the Detroit Sheet 
Metal Contractors’ Association. Thursday evening a 


banquet and entertainment were furnished by the 
Hotel Cadillac. 


Without a dissenting voice, every member in attend- 


Traveling Men’s Auxiliary in the 


ance agreed that the Convention was an unqualified 
success from every angle. They returned to their re- 
spective homes with new energy and firmer determina- 
tion to profit by the advantages of the Association. 
lor the ensuing term the following officers were 
elected to serve the membership of the \lichigan Sheet 
Metal Contractors’ Association : 
ADAM I, 
_ Vice-president: AL. Berscunack of Detroit; 
James \A. Suoutpice of Battle Creek; 


President: SCHEPPER Of Bay City; 
Treasurer : 


Secretary: FF. E. Eperte of Grand Rapids. 





CONVENTION COMMITTEE OF WISCONSIN 
SHEET METAL CONTRACTORS 
REPORTS PROGRESS. 


Intelligent perseverance, with an eye single to a 
central purpose, characterizes the work of the Con 


vention Committee of the Wisconsin Sheet Metal 
Contractors’ Association which held its seventh 
monthly meeting March 6, 1g18, at 2:45 I’. M. in 
Builders’ and Traders’ Exchange, Milwaukee, Wis- 
consin. Additional progress was reported as to the 
preparations for the coming annual gathering of the 


(Contractors 
12, 13, and 


Sheet Metal 
which is to convene in that city June 11, 
14, 1918. The Chairman of the Convention Commit 
tee, Paul II. 
respondence which had passed between him and vari 


National Association of 


Biersach, submitted a voluminous cor 


ous persons and associations interested in the coming 
national convention since the last meeting of this com 
mittee. He made an elaborate report concerning the 
business aspects of the program which was received 
with much gratification by all those present. 
Chairman Biersach then submitted to the commit- 
tee his ideas with regard to sending out programs with 
invitations prior to the convention. His suggestions 
met with a favorable reception on the part of the 
motion made, 


members of the committee and, by a 


were formally approved. The Convention (ommittee 


was very much pleased to have present at the meeting 


Arthur Stremel, and manager ol 


Stremel Brothers Roofing and Cornice: 


vice-president 
Company of 
the pro 
sed his 


ommittee and 


Minneapolis, Minnesota, who followed al! 
ceedings with the closest attention. [le expres 
keen appreciation of the work of the 
predicted that their labors would be amply rewarded 


by an uncommonly successful national convention. 
: : # 

HARD WORK INCREASES SALES. 
Hard work is what increases sales. Combine hard, 
steady work with fair ability as a sales! 
to that a moderate amount of good advertising, and 


an, and add 


you have a formula which will compel success im a 
retail hardware business as sure as fate. [But whil 


putting this formula to work see that your clerks are 


also using it. 
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NATIONAL ASSOCIATION OF SHEET METAL 
CONTRACTORS SENDS OUT LETTER 
FOR COMING CONVENTION. 


That every imaginable endeavor is being utilized 
to assure a full attendance at the convention of the 
National Association of Sheet Metal Contractors in 
Milwaukee, Wisconsin, June 11, 12, 13, and 14, 1918, 
is quite evident from the varied activities of both the 
National office of the Association and the local con- 
vention committee in Wisconsin. It is realized that the 
enthusiasm which has sustaining power is not the 
product of the accident of a moment or the quick 
flaring up of emotional response to some stirring ora- 
tion. To be of benefit to an organization the enthu- 
siasm must be the steady outgrowth of carefully 
planned preparation. This is particularly noticeable 
in the work being done in advance of the aforesaid 
convention. In this connection, special interest at- 
taches to the following letter which has been sent to 
all local secretaries of the National Association of 
Sheet Metal Contractors throughout the United States: 

Dear Sir: 

You are most likely aware of the fact that the en- 
suing National Convention which will meet at Mil- 
waukee in June will have to be made a_ success 
in every sense of the word and it is for this rea- 
son that the Chairman of the Convention Committee 
is writing you this letter so that the same can be sub- 
mitted at your next local meeting. 

lor the Convention Committee I wish to tell you 
that our program, as far as the business end of it is 
concerned, is almost completed and in making com- 
parisons with what we are intending to give the dele- 
gates who attend this Convention with what they were 
receiving at other Conventions, we are quite sure, 
without exaggeration, that this Convention will be the 
banner one in the history of our National organiza- 
tion and that no sheet metal contractor should miss 
the same. And, do not forget, if you please, that the 
Entertainment Committee are formulating plans to 
entertain you in such a way, which has always made 
the Bright Spot city an attractive center for visitors, 
aad we impress it upon you very forcibly not to for- 
get your better half, if you should be fortunate enough 
to have one, in attending this Convention. 

You can fully realize that the Milwaukee Local, 
through its Convention Committee, is doing every- 
thing within its power to make this a success in every 
sense of the word. But this success can be accom- 
plished only with the co-operation of the entire sheet 
metal contracting fraternity throughout the country. 

It is, therefore, that I am appealing to you at this 
time to formulate such plans among yourselves from 
time to time until next June, so that you can name a 
full delegation to represent your Local and we believe 
that if you will show this kind of co-operation, the 
Convention Committee will be fully repaid for all their 
labor and trouble spent in their endeavors. 

May we, therefore, count on you in having a full 


. delegation with us and we hope that we will receive 


your reply in the affirmative to that effect. 
The Convention Committee is always open for all 
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suggestions and should you, in the course of time, vol- 
unteer to offer any, they will be thankfully received. 


ce- 


MAKES PLEA FOR ORGANIZATION. 





A straight from the shoulder argument in behalf of 
membership in his organization is made by George 
Harms, of Peoria, Illinois, President National Associa 
tion of Sheet Metal Contractors. He points out the 
numerous advantages which have been derived in 
every industry and trade by combining the interests of 
individuals in a collective body. Through the columns 
of AMERICAN AkTISAN AND HARDWARE ReEcorpD he 
makes the following appeal to sheet metal contractors 
in various parts of the United States: 


The Value of Organization. 
By George Harms, 
President, National Association Sheet Metal Contractors. 


We often hear the expression, “Sauce for the goose, 
is sauce for the gander.” This expression is used for 
many different occasions. Generally speaking, it 
means, if a certain rule applies to one thing, it should 
also apply to another of a similar character. Like 
many other such phrases, those who use them the most, 
seldom apply them. They insist on honesty and fair 
weight. They count their purchases, but their sales 
are not the same sauce. Goose and gander are not 
served the same. They expect first class workmanship 
from others, but don’t furnish the same grade to their 
customers. 

It is not, however, my intention to moralize or 
preach a sermon, but to apply this expression to the 
sheet metal industry. I will try to show that the same 
sauce is good for both birds, and if you apply it to 
your own business, you can conduct it with more pleas- 
ure for yourself and others, and your chances for 
profits and success will materially increase. 

When you receive complaints about the price you 
ask for material and labor, your general explanation 
is: 

The manufacturers of sheets and tin plate are all 
combined and, on this account, control the prices and 
you are forced to pay what they ask. You also say 
that your employes are union men. On account of 
their organization, you must pay high wages. You 
complain that on account of the organization of ma- 
terial men on one side and of labor on the other side, 
you as an individual must simply submit. 

You admit that on account of organization, both 
capital and labor have changed their relative condi- 
tions and this makes it an easy matter for them to en- 
force their request and demands. It is very evident, 
therefore, that the same sauce is good for both. Isn't 
it only natural to assume that the sauce applied to these 
birds also is good for the gander? Would it not ma- 
terially assist you to change conditions for the better? 

The mills need you as much as you need them. 
There must be tin shops to employ the mechanics. You, 
therefore, are a great factor in this industry. If or- 
ganization is good for those from whom you buy, and 
for your employes, it is also good for you. In this in- 
stance, the same sauce for the goose is also good for 
the gander. Try it. Join the organization of Sheet 
Metal Contractors. 

The National Association of Sheet Metal Contrac- 
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tors is already a strong organization, but it can do 
much more. In fact, it should be the controlling factor 
between producer and mechanic. A campaign for ad- 
ditional members is on right now. Many have joined 
lately. 

If you are not a member, send in your application 
now. Don’t wait. The next National Convention will 
be held in Milwaukee, Wisconsin, June 11th to 14th. 
Many important questions will be considered at that 
time. 

All are cordially invited to attend. One meeting 
with this bunch of live wire sheet metal contractors 
will convince you that membership in this Association 
is worth many times the small dues you pay and that 
the time spent at the convention is very profitable. 


2 
= =o 


TELLS TINSMITHS HOW TO SOLDER IN 
AUTO RADIATOR CORES. 





Assistance is offered to tinsmiths who engage in 
automobile radiator repair work. This consists of 
printed instructions on how to solder in radiator cores 
quickly and well, compiled by the Monticello Auto 
Radiator Repair Company, 1167 West Eighteenth 
Street, Chicago, Illinois. The company insists that 
any good tinsmith can do this work, and that it will 
prove to be a paying proposition. It makes cores for 
radiators of any kind and size. It is maintained that 
tinsmiths will find it gainful to get in touch with the 
manufacturers, and get a better insight into the busi- 
ness of repairing automobile radiators. The company 
will send out the printed instructions to all those who 
write for them. 


= 
2. ee 


NEW SHEET METAL PRODUCTS CATALOG 
IS NOW READY FOR DISTRIBUTION. 


A short time ago announcemcnt was made of the 
fact that the Ferdinand Dieckmann Company, Cin- 
cinnati, Ohio, was preparing to issue a new catalog. 
It further stated that the book would be very hand- 
some and inclusive. 
is being distributed by the company to sheet metal 
workers. It is not sufficient to say that the catalog 
It has gone be- 





The catalog is now ready, and 


has merely lived up to expectations. 
yond all anticipations. The illustrations, as was prom- 
ised, are indeed attractive. In the beginning of the 
book there is a picture worth saving of Ferdinand 
Dieckmann, the inventor of one-piece conductor elbows 
and shoes. There is also a handsome picture of the 
plant of the company. Many products are shown in 
the catalog, which, it is claimed, are cf considerable 
value to sheet metal workers and tinsmiths. 

Among the numerous kinds of conductor pipe el- 
bows and shoes mentioned and illustrated are the fol- 
lowing types: Flat Crimp, Round Corrugated; Flat 
Crimp, Plain Round ; Square Expanding ; Polygon Ex- 
panding; and Octagon Expanding. Besides the el- 
bows and shoes, there are likewise mentioned and illus- 
trated Tin Speaking-Tube Tees and Elbows, Portico 
Elbows, Galvanized Pipe, etc. Detailed price lists 
and tables of sizes are other impertant features. It is 
claimed by the manufacturers that their line of con- 
ductor elbows and shoes is the most complete, con- 
taming 24,000 varieties, each kind made of one piece. 
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The shoes are made in all angles, 10 to 90 degrees, and 


have re-inforced bands which, it is declared, leave the 
shoes perfectly smooth inside so that they can drain 
completely at all times. 

The company maintains that enly standardized and 
superior materials are used in the manufacturing of 
these elbows and shoes, including: 29, 28, 26, and 24 
Gauge Terne and Galvanized O. H. Steel; 14 ounce 
and 16 ounce Copper; 28, 26, and 24 Gauge Armco 
Ingot Iron; Toncan Metal; Genuine Open Hearth 
Iron; Charcoal Iron; Keystone Copper Steel; and 
Lyonore Metal. The manufacturers announce that 
they will furnish samples and full information at all 
times to sheet metal workers who apply, without charge 
or obligation. It is especially recommended that tin- 
smiths or sheet metal workers obtain the latest catalog, 
number 25, which contains besides the other features 
mentioned above valuable information for sheet metal 
workers on the erecting of pipe and elbows. 
eo 


EXPLAINS WAY TO REINFORCE WEAK 
PLACES IN OLD RADIATOR. 
The four weak places on the old Ford radiator are 
“A and B.” 


sweat a piece of brass 


the points indicated by the arrows 
To reinforce at point “A” 
4x2 inches over the corner on flange where the hood 
rests. 
At point “B” if it has only cracked to the eyelet 
where gas tube goes through bend at right angle a 
piece of No. 9 wire 3 inches long and solder on under 


side between eyelet and hood flange. Both of these 





a 











Weak Places on Old Radiator. 


reinforcements are invisible and will double the life 
of the sides on the radiator. 

If at point “B” the break has extended all the way 
across, the cheapest repair is to sweat in this corner 
a piece of 20 gauge brass 3x4 inches, bent at right 


angles in the center the 4 inch way. 


First thoroughly tin repair piece and_ side Lore 
the bolt and gas hole out after the sweating has been 


done. 
I, L. CURFMAN, 


IOI, 


Maryville, Missouri, lebruary 25, 
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RE-INFORCED CORNER GIVES MITRE 
ADDITIONAL STRENGTH. 


When the commander of an army feels that he 
cannot hold out any longer against the attacks of the 
foe unless the strength of his army is increased, the 
first thing he does is to send out a call for re-inforce- 
ments. He does this because he knows that re-inforce- 
ments mean added strength, and that with that added 
strength he can repel the advances of the enemy and 
ultimately lead his army to victory. Re-inforcements 
give his army greater lasting power. This simple 
principle of warfare has been put into practical oper- 
ation by the Milwaukee Corrugating Company, Mil- 
waukee, Wisconsin, Branch Office, Kansas City, Mis- 
souri, in the manufacture of its Kuehn’s Korrekt Kor- 





Kuehn’s Korrekt Korner Mitre. 


ner Mitre. The accompanying illustration shows plain- 
ly the re-inforced corner. This gives additional 
strength to the mitre, and, it is averred by the manu- 
facturers, makes it extremely durable. It is claimed 
that this mitre carries the same amount of water that 
the eaves trough does. It is also said that there is 
no overflow or slop over. According to the company, 
this mitre is made by automatic machines, accurately 
and uniformly. ‘Tinsmiths are urged to get in touch 
with the manufacturers at once. The company will 
gladly supply without cost or obligation all necessary 
information. 
+e 


OFFERS ANOTHER NEW TOOL FOR AUTO 
RADIATOR REPAIR WORK. 


It is evident that the Curfman Manufacturing Com- 
pany of Maryville, Missouri, does not intend to let up 
in its efforts to produce good tools for automobile 
radiator repair work. It is now manufacturing and 
selling a new device which it claims is a great help 
in auto radiator repairing. This new device is shown 
herewith. It is an ex- 
panding rubber stopper 
which, it is declared, 
goes right down into 
the hose connection, 
and does not extend 
out in the way while 
the tinsmith is work- 
ing with the radiator. 
A twist or two on the 





thumb aut gives a per- 
Expanding Rubber Stopper for : 

Auto Radiator Repairing, Made by fectly tight seal. The 
Curfman Manufacturing Company, F - 

Maryville, Missouri. manutacturers are 
alive to the fact that this is a business containing great 
prospects for the tinsmith, and are determined not to 
let poor tools hinder the progress in this line. Tin- 
smiths should make the most of the opportunities 


offered them to procure useful tools. 





ZINC SCREW CAPS. 


To AMERICAN ARTISAN AND HARDWARE REcorD: 
We would like to know where we can purchase zinc 
screw caps from eight to ten inches in diameter. 
SUBSCRIBER. 
Iowa City, Iowa, March 5, 1918. 


—_——_—_--@- 


ADVERTISEMENT BRINGS RESULTS. 











To AMERICAN ARTISAN AND HARDWARE REcorD: 
Please discontinue my advertisement for roofing 
edger as I have made a deal for one through the very 
first insertion. 
Joun A. Pontius. 
Geneva, New York, March 4, 10918. 





NOTES AND QUERIES. 


Seed Scales. 
From Jordan’s Hardware, 119 Main Street, Ottawa, Illinois 

Can you tell us who makes a seed scale with special 
computing attachment ? 

Ans.—Detroit Automatic Scale Company, Detroit, 
Michigan; and the Torsion Balance Company, 92 
Reade Street, New York City. 

Bangor Roofing Slate. 
Irom Range Cornice &. Roofing Company, Hibbing, Min- 
nesota. 

Kindly advise where we can obtain Number | 
Bangor Roofing Slate, 10x20. 

Ans.—Albion Vein Slate Company, Bangor, Penn- 
sylvania; Auld and Conger Company, Cleveland, 
Ohio; Bangor Slate Mining Company, Bangor, Penn- 
sylvania; Hammann Slate Company, Bangor, Penn- 
sylvania, and North Bangor Slate Company, Bangor, 
Pennsylvania. 

Locks and Hinges for Electrical Cabinets. 
‘rom Brizee Metal Works, Twin Falls, Idaho . 

Will you let us know who makes locks and hinges 
for electrical cabinets ? 

Ans.—Corbin Cabinet Lock Company, New Britain, 
Connecticut ; Eagle Lock Company, Terryville, Con- 
necticut, and Slaymaker Lock Company, Lancaster, 
Pennsylvania. 

Good Cheer Warm Air Heater. 
‘rom M. Marcus, 213 Fourth Street South, Great lalis, Mon- 
tana. 

I would like to know who makes the Good ( heer 


Warm Air Heater. 
Ans.—The James Stewart Manufacturing ( 0m- 


pany, Limited, Winnipeg, Manitoba, Canada. 
Chemical Closets. 





rom a subscriber. 
Can you tell me who makes chemical closets ° 


Ans.—Automatic Chemical Closet Company, Min- 
neapolis, Minnesota; Dail Steel Products Company, 
Lansing, Michigan; The Kaustine Compound Com- 
pany, Buffalo, New York; Smith System |/eating 
Company, Minneapolis, Minnesota; and Waterman- 
Waterbury Company, Minneapolis, Minnesota 

Junk Dealers. ; 
From August Schwien Stove Company, St. Joseph, \Jissourt. 

Please give us the names of a few junk dealers 
copper, tin, etc. 

Ans.—Argo Iron and Metal Company, 31! North 
Curtis Street; S. Birkenstein and Sons, 377 West 
Ontario Street; H. Kramer and Company, 730 South 
Canal Street; and Central Junk Shop, 2549 South 
State Street; all of Chicago. 
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1,256,508. Asphaltic Shingle. Mathias B. Becker, Chi- 
cago, lll. Filed Mar. &, 1916. 

1,256,514. Screw-Spike. Daniel L. Braine, New York, 
N. Y., assignor to Lawrence IF. Braine, New York, N. Y. 
Original application filed Mar. 15, 1913. Divided and this 
application filed Apr. 18, 1917. 
_ 1,256,557. Washing-Machine. Thaddeus W, Heermans, 
Evanston, Ill. Original application filed May 16, 1917, Seria! 
No. 168,956. Divided and this application filed June 15, 1917. 

1,256,626. Pan-Lifter. Lloyd D. Whitaker, Farmville, 
Va. Filed Mar. 16, 1916. 

1,256,635. Washing-Machine Cylinder. George William 
Aldrich, Antigo, Wis. Filed Oct. 4, 1915. 

1,256,654. Extension Stovepipe. Albert Brauer, Milling- 
ton, Mich. Filed Dec, 12, 1917. 

1,256,686. Hoisting Device and Wire-Stretcher. Emil 
Haag, Hettinger, N. D. Filed June 16, 1913. 

1,256,700. Grass-Guard for Mowers. Verness King, 
Franklinville, N. Y. Filed Jan. 25, 1917. 

1,256,721. Lock. William Alfred Murray, Baltimore, 
Md. Filed Dec, 21, 1916. 

1,256,737. Level. Firman Dell Small, Attica, Ind. Filed 
Apr. 16, 1917. 

1,256,805. Gate and Gate-Fastening. Edrick N. Kiger, 
Plummer, Idaho, Filed Aug. 7, 1916. 

1,256,827. Carpenter’s Square. William A. Pawson, San 
Francisco, Cal. Filed June 26, 1916. 

_ 1,256,849. Clothes-Hanger Support. John Vaudreuil, 

Milwaukee, Wis. Filed Dec. 26, 1916. 

1,256,914. _ Liquid-Fuel Burner. 
Pueblo, Colo. Filed Feb. 21 1917. 
_ 1,256,916. Buttonhole-Scissors. Irene MacLean, Van 
Nuys, Cal. Filed Feb. 20, 1917. 

1,256,917. Chimney-Cowl. Charles Walter MacWilliams, 
Geneva, Neb. Filed Apr. 4, 1917. 

1,256,927. _Wire-Stretcher. John Riekens, Wellsburg, 
lowa. Filed Oct. 5, 1916. 
R 1,256,932. Means for Reinforcing Open End of Metallic 
eceptacles. Charles F. Schriner, Cleveland, Ohio. Filed 
Feb. 1, 1915. 

1,256,934. Door-Latch. Conrad Schiitz, Philadelphia, Pa.. 


assignor to Herman Daniel Sorg, Philadelphia, Pa. Filed 
June 21, 1917, 


George E. Lydick, 
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1,256,970. Fountain Soldering-lron. Ired .\nderson, Ta- 
coma, Wash. Filed Oct. 16, 1916 

1,256,987. Gun-Sight. James A. Dittemore, St. Joseph, 
Mo. Filed Dec. 5, 1916 

1,256,992. Latch. Linden E. Edgar and Walter W. Rich- 
ards, Wilmington, Del. Filed May 7, 1914 

1,257,008. Fishing-Lure. Call J. McCarthy, Chicago, IIL, 
Filed Dec. 7, 1917, 

1,257,051. Screen or Window Lock. James J. Thomas 
and Lillian L. Vaughan, Raleigh, N. C. Filed Jan. 27, 1917. 

1,257,071. Adjustable Stovepipe. Silas F. Fairbank, Bi- 
son, Kan., assignor of one-half to Edward Sehnert, Bison, 
Kan. Filed Nov. 12, 1917. 

1,257,078. Combination Razor Hone and Stroy Edward 
Bacon Gibford, Adrian, Mich., assignor to Pike Manufactur 
ing Co., Pike, N. H. Filed June 29, 1917. 

1,257,110. Percolator. Valentine D. Plirman, Erie, Pa, 
assignor to The Griswold Manufacturing Company, Erie, Pa, 
Filed Apr. 3, 1916. 

1,257,112. Twine-Holder. David W. Pieratt, Gate, Okla 
Filed Apr. 9, 1917. 

1,257,118. Monkey-Wrench. Stefan Reva lohnstown 
Pa. Filed Nov. 30, 1917. 

1,257,119. Baking-Pan. Charles O. Reynolds, 
ton, W. Va. Filed Apr, 4, 1917 

1,257,152. Vise. Archibald B. Tozer, Erie, Pa., assignor 
to Reed Manufacturing Company, Eric, Pa. Filed June 21, 
1917. 

1,257,179. Razor-Blade Holder. Charles Berst, Chicago, 
Ill. Filed Feb. 17, 1917. 

1,257,190. Damper-Regulator 
City, Iowa. Filed Nov. 2, 1916. 

1,257,224. Mop-Wringer. Theodore W. Hanrath, Chi- 
cago, Ill., assignor of one-half to Joseph H. Goldner, Chicago 
Ill. Filed Feb. 5, 1917. 

1,257,234. Broiler. John C. Hollands, Erie, Pa., assignor 
to The Griswold Manufacturing Company, Erie, Pa.  liled 
Apr. 22, 1916. 

1,257,244. Rat-Trap. Masutaro Kaisumi, Seattle, Wash. 
Filed May 23, 1917. 


lunting- 


Thomas Connell, Iowa 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








SENTIMENT IN THE STEEL TRADE FAVORS 
HIGHER PRICE LEVEL. 


A gradually decreasing volume of business coupled 
with growing costs in all directions is responsible for 
the development of the sentiment in the steel trade 
in support of a higher level of prices for the future. 
Six weeks ago, the trade was divided on the ques- 
tion. Many makers intending that the prices fixed by 
President Wilson for the period until March Ist 
afforded a sufficiently wide margin for profit. Those 
who held this view have receded from their position 
under the pressure of steadily advancing costs of pro- 
duction. The increasing overheads constitute only 
one of many items that go to make for higher an 
higher costs. The conference in New York last week 
at which the leading men of the trade were present, 
failed to take a definite stand on the question, but, it 
is certain the general committee of the American Iron 
and Steel Institute, in whose hands the claims of the 
manufacturers were placed, will insist on behalf of 
some makers at least that prices be increased 

The price question is vital from the standpoint of 
the successful prosecution of the war, for the smail 
makers, no matter how willing, are unable to bear 
the losses that full co-operation would entail. The 
plan to curtail “non-essentials,” that the government 
may practically commandeer all steel produced, is 
strongly opposed. The trade helieves not more than 
50 per cent of capacity will be required for war pur- 
poses, and that arbitrary prohibition of production in 
excess of war needs, would result in much higher 
costs. The various committees which have conferred 
with representatives of the government have presented 
this phase of the subject forcibly and it is believed no 
attempt at curtailment will be made. 

Current production is at about 65 per cent of the 
capacity. In some branches of the trade it runs as 
low as 40 per cent and in others much higher. Ship- 
ments also are running better, and it is estimated tha: 
plates are moving at about 70 per cent of capacity. 
The other products not affected by the embargoes also 
are moving well, and there is every evidence of an 
early clean-up of the worst phases of the transporta- 
tion difficulties. 


STEEL. 

A meeting of fifty representatives of the leading 
steel corporations met in New York to discuss new 
schedules of steel prices which will go into effect Aprii 
ist and to outline a program of action to be submitted 
to President Wilson. Following the adjournment of 
the conference, Judge Elbert H. Gary issued the fol- 
lowing statement: 

“The general committee of the American Iron and 
Steel Institute expects to appear in the near future 


before the War Industries Board at Washington to 
discuss future prices for iron and steel to become 
effective March 31 when the present prices approved 
by the President expire. 

“The meeting today was composed of representa- 
tives of the various lines in the steel trade who met 
for the purpose of examining the cost sheets of man- 
ufacture, and to discuss the differential or relative 
prices theretofore in effect, in order to intelligently 
present the facts to the War Industries Board neces- 
sary for a determination of future prices. 

“After a presentation of facts and figures it was 
decided to press the claims of the manufacturers in 
the hands of the general committee for submission ‘9 
the board in such manner as the committee may de- 
cide.” 


COPPER. 

Reports of some of the larger copper mining com- 
panies give a more encouraging view of the copper 
situation. The Anaconda, the Inspiration and_ the 
Miami reported for this short month a combined pro- 
duction of 34,803,000 pounds, against 34,693,000 
pounds in the longer month of January. This means 
that the daily output of those concerns has increased 
over 10 per cent in February, from 1,119,000 pounds 
daily in January to 1,243,000 pounds in I|ebruary. 
This increase is at the rate of nearly 4,c00,000 pounds 
per month. If this rate of improvement is kept up 
in March, capacity of normal times will soon be 
reached. 

There has been a better rate of distribution of avail- 
able copper noted during the last few days, as refiner- 
ies have done their best to work up accumulated raw 
copper. 

Domestic consumers, previously anxious about sup- 
plies, who have been heard from in the last week 
report that they have had no difficulty in securing 
ample shipments of metal. 

The cost of refining copper since producing coni- 
panies made contracts with the treating works in the 
East has increased of course, but it is understood 
that the higher rates which it will be necessary to pay 
refineries when contracts are renewed, were taken 
into consideration when conferences were held with 
government officials a few weeks ago to establish the 
selling price over the next few months. It is believed 
that only one or two, if any of the copper producing 
companies are not adequately protected against loss by 
the selling price of 23.50c per pound. 

TIN. 

The Army department is making inquiries for the 
location of Straits and Banca tin held in this market 
with a view, if possible, of supplying firms with army 
orders requiring these grades, and if the tin is found 
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it will probably be commandeered. The amount needed 
is believed, however, to be comparatively small and 
under 25 tons. 

There continues to be a good general inquiry from 
consumers, but business is retarded by difficulties in 
finding sellers. 

Straits is unobtainable afloat or for March ship- 
ment from the East Indies, and this seems also to be 
the case for April shipment. The only available ship- 
ments offered are May shipment, about 73.50c for 
June shipment about 73.00c. 

LEAD. 

The market for lead started on an upward move 
during the past week, when the leading producer 
placed his price at 744 cents for Spot, New York. 
Independent sellers were fully charging 3 cents over 

In the Chicago market, the prices are as 
American Pig, $7.75, and Bar, $8.25, both 


this price. 
follows: 
per hundred pounds, an advance of 25 cents over last 
week. Sheet lead in full coils per hundred pounds is 
$10.25 and cut coils, $10.50, an advance of 50 cents. 





SOLDER. 

There have been no changes in the market for 
solder, the prices remaining as follows: XXX Guar- 
anteed, 4% & %, 48% cents; Commercial, % & %, 45 
cents; and Number 1 Plumbers’, 41% cents. 

SPELTER. 

The market for spelter remains comparatively quict. 
There are said to be some orders from galvanizers for 
March, April, and May, shipments, which, considering 
the lack of buying lately, are likely to be actively corm 
There are offers to sell the three months 
at an average of 7.65c East St. Louis basis, but that 
may not be the lowest price that sellers would accept. 

It is estimated by trade authorities that the present 
operations of the zinc smelters do not represent more 
than 50 per cent of capacity. The latest government 
report of operations showed that on December 15, 
1917 there were 137,791 retorts active and 88,998 re- 
torts idle, but since then a number of plants have 
been closed down or put on part operation and the 


peted for. 


estimate of only 115,000 retorts going at present seems 
reasonable. 


SHEETS. 

No appreciable alteration has 
ket. The prospects for changes in the fixed prices set 
by the government are still of a highly problemati: 
character. However, there is a sufficient confidence 


occurred in the mar 


in the trade to warrant the booking of orders by the 
leading subject to governmental price conditions at 
the time of delivery. Second quarter business on 
galvanized sheets is, considering the circumstances, 
approximately normal. 


TIN PLATE. 

Reports from the New York market indicate a 
Scarcity of shipments from the west, and dealers ex- 
store New York are quoting Bessemer steel firm at 
the basis of $12.00 per 100 pounds, 14x20, other sizes 
™ proportion. Production continues to remain below 
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full capacity, although the rapid breaking up of traffic 
congestion is having a favorable effect upon the in- 
dustry in general. 

Tin plate continues in active demand for export 
but it is difficult to induce the mills to accept additional 
orders although several purchases have been made 
recently in the open market for shipment to China. 
These orders have commanded $2.50 to $3.00 per base 
box over the government price, and in some instances 
even higher prices have been asked and obtained. It 
is understood that the United States Government will 
soon distribute orders for tin plate aggregating upward 
of 5,000,000 boxes for export to France. 


OLD METALS. 


A period of comparative quietude is the salient fea- 


ture of the market. The reason is that many concerns 
are on government work, and on account of strict 
specifications, dare use nothing but new metals. Hence 
we find large accumulations of “war” scraps, such as 
cartridge shells and cupro-nickel shells in the market 
seeking an outlet. There has been some business in 
specialties, such as German silver scraps and turnings, 
electrotype shells, and monel metal scraps and die cast 
scrap. 

Wholesale dealers’ quotations in the Chicago district, 
which may be considered nominal, are as follows: Old 
steel axles, $42.42; old iron axles, $42.42 to $46.00; 
steel springs, $35.00 to $36.00; Number 1 wrought 
iron, $31.25; Number 1 cast iron, $26.50 to $27.80, all 
net tons. Prices for non-ferrous metails are as fol- 


lows, per pound: Light copper, 19 cents; light brass, 
114 


aluminum, 21 cents. 


cents; lead, 512 cents; zinc, 5'4 cents; cast 


PIG IRON. 

Only a small amount can be satisfied of the enor 
mous tonnage of Lasic iron which is under inquiry. 
One of the leading interests in the Eastern district has 
increased its purchases of basic and altogether during 
the past two weeks is understood to have bought at 
least 50,000 tons for delivery in the second half. There 
are still about 20,000 tons of inquiry for basic pend 
ing in the same district. Outside of sales of basic, 
transactions comprise principally small tonnages of 
off foundry, high silicon and high manganese foundry, 
off malleable, off bessemer, etc. Numerous inquiries 
for 1,000 tons or more of foundry for second half and 
several for bessemer and malleable are out, but none 
of the furnaces is able to quote on them apparently. 

A huge tonnage of various grades of iron is still 
seeking acceptance, and sellers conservatively esti 
mated, that they could dispose of 500,000 tons if they 
could provide for the iron. This estimate shows the 
severe shortage which was brought about by the short 
age of coke during the winter months. Many fur 
naces had to carry a big volume of 1917 business over 
into this year, which is a factor of importance in the 
shortage of future iron, which grows steadily) 

A northern Ohio steelmaker is seeking to place 72,- 
ooo tons of last half basic in the Southern districts, 


being unable to secure it in the Middle Western mar- 





ket, and is willingly offering to pay $3 per ton prem- 





ium on account of the freight. 
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METALS. | LEAD. AUGERS. BEATERS. 
| American Pig...........2++++: $7 75|,Boring Machine.........sss000+: 60% | Carpet. Per doz, 
| Bade. ce ccceeeceeccceececeee 8 25) a eer er Nets No. 17 Tinned S Wire...$ 1 Ic 
a Sie | Corpenter’ 6 Whacccccceccess 50&10% Ze 8 Spring ire coppered. | 40 
et. oO. BORGO. c ccccccccess 1 10 
Full coils......... r 100 Ibs.$10 25 
50S SaEe. aa......... per 100 Ibs. 10 a ; Ege. Per doz, 
OO ciecsstiseanecee $33 00 | Bonney’s.........-- er doz. $30 00 ue R imp. Dover......... $ 1 10 
Northern Fdy., No. 2.... 33 00 | TIN. Stearns, No. 3...... “ 60 . ra se - 138 
Southern F 2 37 50 | No. 150 tel. 2 10 
Su « NO. 37 $0 | Pigtin.......-....eeeeeeee Nominal No. 10 Heavy hotel tinned. 2 10 
Lake p. seeee 33 50 | Bae tit... cccccccccccccces Nominal Post Hole. 3 : ae 
ere eeree oO. * o ci) 3 60 
Digwell, 8-inch...... per doz. $12 50 No. 18 “ ™ - 4 50 
Iwan’s Post Hole and Well... Nets. 
FIRST QUALITY BRIGHT HARDWARE. Vaughan’s, 4 to9-in...perdoz. 10 25 
TIN PLATES. BELLOWS. 
Per Box | | Ship. IR ss ctcrtenccedsness: 40% 
++ +816 20) ADZES. Ford's, with or without screw...15% | Hand. 
+18 15 | Corpentersl Snell's “ 18% 8 9 10 12 
..20 1 enter 12 
soot S0 Se * Wer Ges. S5 GS HES 1869 1275 
oe . 4 Coopers. AWLS. Moulders’. 
Fr $ Barton’s.....sss0s eeceoesooen ged 12-inch PERS LORI SESS Per doz. 1S 00 
i 40 20) i ciicetentanasdeanseoee 0) _ 2 Beate. -, seeeee ou ge. © & 
SS ceha0essesenoed 43 10| Retlroad. o an BELLS. 
8 46 co Pimmthe. cccccccccccccecce . 20% | seemed, bermeed SA 4 00 Call, 
| Patent asst’d, il to4.. ‘ 85 3-inch Nickeled Rotary Bell, 
COKE PLATES. | AMMUNITION. . Bronzed base...... per doz. $5 00 
‘ow. 
Cokes, 180 Ibs....... 20x28 $22 30 Caps, Percusstow—per 1,000. Harness : 
$ r P. Wa: 1-108. aie Common. a Se - 1 95 ich Conte Coceeeceecoccoece 60% 
Cokes, 2 ee SE, HEM. 0- 8 3%  sogtplineetietye aia “ 1 00 SUE 4 0c ocveneececceess 35% 
Muahest. .cccccccccccccccccceda | Door. Per doz. 
Shells, Loaded— | Peg. s -” Departure Automatic... $7 50 
Loaded with Black Powder..... 32% | Shouldered......... a 1 60 3 “in. Old Copper Bell....... 5 00 
Loaded with Smokeless Powder, | Patent......-.-.++. . ee 3 -in. Old Copper Bell. = 7 00 
be cccceooeccoe -in. Nickeled Steel Bell... 50 
Loaded w wi Sasctbelese ounee, 329% | Scratch. 34-in. Nickeled Steel Bell.... 6 00 
ooo cocrecces | No. | hentied waar , = Hand. 
ester: “ Hand Bells, lished weTr Tre 15%, 
ONE PASS COLD ROLLED BLACK Smokeless Repeater Grade.....32%| No. 7 Stanley....... 198! White Metal.............. 15% 
Smokeless Leader Grade....... 32% | Nickel Plated 10% 
No. 18-20 Black Powder.........-++++++32%| i  oOenenbgeesieeT 
se 2 U.M.C. AXES. LSE 6 éqduowhdadao eee 10% 
ioe Bho ooeee Nitro Club..........++++++++032%| Boy's Handled. ose — ” 
Bees Bivoccocccos pe ALTOW.....ccccccccccccccccces | Miesara 5 % 9 25| urch an ool, steel alloys. ..30% 
RR ite aidan eee lag a ee 
| 
| Farm, Ibs... 40 50 75 100 
Broad. . 
| Dal a =e Cad 00 400 5 50 
GALVANIZED |\Gun Wads—per 1000 | Plumbs, West, Pat...........- List | — we 3 
No 16 per 100 lbs.$ 6 95 Winchester 7- 7-8 BAUS. ..ceees -$2 25) Can . Pat RG Ee AAP $53 00 BEVELS, TEE 
wo 1G wenccceccees ro 9-10 gauge........ 1 94 “ Firemen's (handled). 
No. ee 1001bs. 7 1 hd 11-28 Bauge....++- A a PP per doz. $19 oc | na wh 8, rosewood handle, new ' 
No, 22-24.........-per 100lbs. 7 25 ach| Ree 
No. 96......+++++--perl00lbs. 7 40 Dufont's Sporting. kegs ere ll po pa ECP EE OS aS Neto 
$90. 59 20000. 00neoGte MOONE = pa « ff 3 10| Single Bitted (handled). | 
NO. 28... 000000000 0cDOF ‘ DuPont's Canisters, 1-Ib..... 56) Warren Silver Steel.......... 15 50 | BINDING, OILCLOTH. 
No. 30...........--Der 100lba. 8 20 e -lb..... 32! Warren Blue Finished........ 15 00 |_. 60% 
“Smokeless Ib..... 4, 22| Matchless Red Pole......... 14 00 | BRN 20 -200ne+erenerereees aad 10 
POLISHED SHEET STEEL. aE ea 23 ‘iameeaaaaaa laa ae 
Hee BE. ccccccceses per 100lbs. $9 80 oe = —_- BS pe Single Bitted (without handles). 4 BITS. 
NO. 26.....-00000 per 100lbe. 9 85 canisters Samiti... 13 50 | Auger. —_ 50% 
NO. 27..ccceeeeees per 1001bs. 9 90/1. &R- Orange, Extra Sporting Warren Blue Finished. ...... 12 50| Jenning’s Pattern... ..... oo 
itnnaccedawaeecet 10 25 Ford’s Car and Machine....... 2 
No. 28 per 1001bs. 10 00 Matchless Red Pole......... 1150) pord’s Shi 309 
pein trang, tra Sporting 5 40 eRe RRRE 
idk teduawededs Ruseeli Jenning’s. 
SMOOTH SHEET STEEL. L. & R. Gonna, Extra Sporting 2 gs| Double Bitted (without handles). | Clark's a - ee 
et Dp cake -hetchy aaeanae Warren's Natl. Blue, 3} to 44 | Steer’s Small lst. § 00. 25% 
‘ L.&R. a Extra Sporting Ib 17 50 “ Large $26 
Wood's Smooth No. 20. cocceee $9 25 b. ian. BL quarenatcctesssces sas per doz. era airy 358 10% 
No 22-24. 930|1 aR. asco 2 ‘ . aoe . by to 4 Ibs. Ford's “Ship " Auger scatters 
Pe seeee " range, Extra ng are base 
“ a | No 25-26..... - 935 4-lb. canisters......... 32 oe to 4 a opeenee ~ | Car. wee eeceeeeeerecccccees 15% 
* “9 No, 27.......-- 9 40/L. &R. Orange, Extra Sporting vance lUC. a en 10% 
‘ ee eS 3-Ib. canisters......... 22| 44 to 58 Ibs. advance 7Sc. he 6 eral ' 
Meveriee — and a. os Countersink. 
ae | 80 
No. 18 Wheeler's... .per doz. $1 
PATENT PLANISHED SHEET #Hercules‘E.C.,"" kegs........ 22 0c BAGS, PAPER “ No. 20 “ _ cs 2 © 
IRON. Hercules “E. C.,’" $-kegs....... 11 25! pounds..... 16 25 Asmerican Snallhead. o : 30 
Patent Planished Sheet Iron, won ~ “Tnfallible,"” 25 can os Per 1,000. “$3 ‘00 6 50 7 30 9 00) “ ary The “ 1 2 
% Be BD ccccccccccceeceee | , Pit Bare. “ 1 
100 Ibe., base No. 28...... $12 75) 11 tes “Infallible,’* 10 can ayes Ee, ----° “ 190 
MMS . cc cccccecccceses 
m-, Hercules “E.C.,"* }-kegs....... 5 BALANCES, SPRING. Dowell. a 
Hercules ““E.C."" and “‘Infallible’’ | Russell Jennings........-++++** 
XXX Guaranteed § & 4. .per Ib. 10) canisters Bes nena sepa | Pelouss....serrecrererereeeee 20% "4 ees 
Commercial $&#....... °° a Weseuins 1 W. W. A. -30 Cal. Rifle, Gimlet. 
No. 1 Plumbers... eeeee - Ihe CO ccecee 0900080 1 25 | Standard Double Cut.. - + 428% 
Hercules ‘Lightaing Rifle, - BARS, CROW. German Pattern..... per doz. $0 90 
SPELTBR Hercules Sharpahooter ‘Rife, | | Plnchor WedgePolnt, perewt.. $800 Gougen lol) ° 
EE canisters... ......0...+++ 1 25 | Spoon. .....ececeees = 59 
a elgus Rifle, canisters 1 50) | Countersink.......-- 
ercules Bullseye Revolver, KETS. 
INC. CE Bascttcsceccsss 4 Bas Reamer. a 250 
cHEST Ss poner Clothes. Jenning's Square... — 
Camas. cccccoccceceoceces Small Willow........per doz. 10 00 qua aia iT 1 75 
00 | Trenton, 70 to 80lbs...... 94c per lb. American Octagon. . a 
Less than Cash lots. .$22 50 to $23 00 | Trento oF te So ibe... ._oteperib.| Medium Sf ss..-.-. fH $0 
PPER ASBESTOS. : Screw Driver. 
oo Board and Paper, up to x”. .17cper Ib. Gelveniaed Stet. iba. Ibu 1} be No. 7 Common.....- ‘ 5 
Copper sheet, base ....000. eee ed ¥C ker... 18c per lb. Per doz.......$8 00 $11 50 15 00 No. 1 Triumph.....- a I 
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